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OPPORTUNITIES 
FOR PEORIA 
LIFE MEN 


The Peoria is continually entering 
and developing new territory. 


The advantages of this policy go to 
our own agents, because all general 
agencies go to our own men. 


When a salesman connects with the 
Peoria Life he knows that he will be 
given every opportunity to develop his 
abilities as a life insurance man. 
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General Moses Cleveland 


HE “World’s Series” 

was played and won by 
the “Indians,” and the cham- 
pionship flag will fly next 
year at League Park in 
Cleveland. The spirit and 
determination of “Sunny 
Jim’s” Boys as evidenced 
throughout the season paral- 
lels closely the characteristics 
of progress and achievement 
which have made Cleveland 


a city—internationally known. 


THE CLEVELAND 
LIFE has put into its work 
of company building the same 
high ethical standing. It has 
earned and enjoys the satis- 
faction of 


“A company better otherwise 
Than simply age and money 
size.” 


Operating in the States of OHIO, PENNSYLVANIA, WEST VIR- 
GINIA, INDIANA, MICHIGAN and ILLINOIS, all in close proximity 
to its Home Office city, there are splendid General Agency positions 


available for men who can qualify. 


illuminating facts. 


If interested you will be furnished 


THE CLEVELAND LIFE INSURANCE COMPANY 


William H. Hunt, President 


Howard S, Sutphen, 


Vice-President and Manager of Agencies 


H. M. Moore, 
Secretary 


CLEVELAND, OHIO 








. Thursday, 
per year; 16 cents a copy. Entered as scoond-class matter June 9, 1920, 


ATIO ak UNDERWRITER Life Iusurance Edition, twenty-fourth 
28, 1020. Office of publication, 175 W. aon 


Chicago, Ill., under Act of March 8, 1878. 
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What Is Being Revealed by Inspection Reports > 


Credit and Investigating Companies Find That National Prohibition Has Brought 
in a New Set of Problems and Considerations—What the Inspectors Are Finding 


INCE the eighteenth federal 
S amendment went into effect July 
1, 1919, the credit rating and in- 
spection companies that investigate 
life insurance applicants for the com- 
panies have found more or less change 
in their work and have had to revise 
their methods somewhat. These investi- 
gating companies have always noticed 
that the great majority of rejections 
resulting from investigations were due 
to the objectionable habits of the ap- 
plicant. One such company that made 
a record of 8,955 investigations, found 
that 70 percent of the unfavorable re- 
ports made were of value to the com- 
panies. The figures showed that of 
the cases rejected, 3 percent were due 
to finances, 9 percent to family history, 
9 percent to the records of the ex- 
change bureau, 11 percent to reputa- 
tion, 23 percent to health and 45 per- 
cent to habits. In other words, almost 
half of the rejected cases were due to 
the bad habits of the applicants. 
Drinking Cause of 
Most Rejections 
“Nearly everyone knows,” said the 
manager of one of the credit companies 


the other day, “that the booze habit 
caused most of the rejections in the 
past. It contributed to general moral 


laxity and weakness and most of our 
investigations used to be devoted to 
finding out whether a man drank or 
how much he drank and how it affected 
his health and his business. We used 
to spend a lot of time finding out how 


much a man drank. Some could stand 
more than others. We woild often re- 
port favorably on the case of a man 


who took four or five drinks a day be- 
cause the habit did not seem to affect 
him one way or the other. In other 
words, it used to be ‘How much does a 
man drink?’ while now it ‘Does he 
drink at all? If a man persists in 
drinking today, he is taking a lot of 
chances. He is going to come in con- 
tact with some pretty dangerous stuff. 
" The liquor that is being concocted by 
home brew artists is liable to be noth- 
ing more or less than slow poison in 
many cases. Nearly all of this home 
brew liquor possesses a powerful kick. 
Formerly a man could stand up before 
a bar, get drunk, go home and sleep it 
off. Now the man who loads up with 
the kind of whiskey they are selling is 
more liable to kill himself than he is to 
sober up. in other words, the man 
who is drinking anything at all today is 


1s 


a decidedly unfavorable risk and should | ol 
abie 


be rejected by the life company. 
Health, Occupation, History, 
Reputation—Main Features 
“As a matter of fact, it is found that 


only a small proportion of those apply- 


ing for life insurance today are using 
liquor. The main features that may | 
turn up in an investigation now are 


the health, occupation, history and rep- 
utation of the applicant. It is found 
that there is a good deal of speculative 
life insurance being applied for at this 
time. The reports of the investigating 
companies show that quite often a man 
who has had over a period of years 


! 








| bother 


only a moderate income and who has 
become suddenly prosperous is apply- 


ing for a large life insurance line. The 
investigation develops the fact that 
there is no reason for believing that 
the applicant’s state of affluence is to 
continue, but on the other hand, all 
signs indicate a decline in prosperity 


and quite obviously the life insurance 
application is highly speculative. Many 
of those who have enjoyed a great 
business spurt will in a short time drop 
back to their old level of prosperity 
and large lines of life insurance from 
men so situated are not desirable.” 


Have Thought of . habit. The use of tobacco, they say, 
Discontinuing Inspections has greatly increased. It is safe to 
Since national prohibition became | assume that there will be some sort 

effective some of the smaller compa-/| of substitute for the booze habit. Just 

nies have seriously considered discon- | what it will be, no one can predict, but 





fully scrutinized by independent investi- 
gators has some hesitancy about at- 
tempting to load up his company with 
suspicious or undesirable business. He 
does not want to get a black eye with 
his company and so passes up the ap- 
plicant who is obviously an undesirable 


risk. 


Say There May Be 
Some Reaction 
Those in charge of the credit and 

inspection companies say that there 

liable to be some reaction of some sort 
to the abolition of the sale of whiskey. 

Perhaps the nation will tind some other 


1s 








he drink at all?” 


than slow poison. 


are using liquor. 


careful selection of business. 





EFFECT OF PROHIBITION ON INSPECTIONS 
It used to be “How much does a man drink?” while now it is “Does 
Much of the home brew is regarded by the inspectors as little less 


The man who loads up with the kind of whiskey that is now being 
sold is more liable to kill himself than to sober up. 

Only a small proportion of those applying for life insurance today 
The main features now in the investigation of an ap- 
plicant are those of health, occupation, history and reputation. 

There are fewer cases of hard drinkers being discovered, but it is 
difficult to find out about private stocks. 

Companies have not observed any material increase in the “dope” 
habit, although there have been numerous predictions that some other 
habit would be developed when the use of liquor is discontinued. 

Inspections cannot be discontinued as a result of prohibition. 
are valuable as a restraining influence on an agent and make for more 


They 








| fered 


tinuing the inspection service now used 
It is argued by those having this at- 


titude that most of the rejections in 


| the past were due to the excessive use 


of liquor on the part of the applicants, 
and now that it is so difficult to obtain 
whiskey, there is every possibility that 
the companies could save money by 
abandoning independent’ inspections 
and investigations entirely. It is further 
pointed out that the small companies 
having only a limited number of agents 
are familiar with the kind of busi- 
ness they write. An official said the 
other day that his company could well 
afford to accept all of the business of- 
by four or five of the principal 
producers of the company because they 
never submitted anything that was li- 
to be turned down. They did 
own underwriting and did 
to send in applications which 


their 


| might be rejected. 





Inspection Has Restraining 
Influence on Agent 


While this condition undoubtedly 
exists with many small companies, it 
would be a mistake to curtail or elim- 
inate inspection service at this time. 
The restraining influence of an inspec- 
tion on an agent is worth a great deal. 
It makes for a more careful selection 
of business. The agent that knows 
that all of his business is to be care- 
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not} 





nation 
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this time when is 
accustomed to 
of things that it is just well to ex 

amine applicants closely for any ec 

centricities. There are, of course, fewer 

cases of hard drinkers being discov- 
ered, but on the other hand, it is more 
dificult to learn whether an applicant 
actually uses liquor or not. It is hard | 
to ferret out private stocks. A great | 
deal has been written to the effect that | 


just at 


the use of “dope” has increased very 

noticeably, but the companies have not 

observed the trend as yet 

Danger to Companies 
Writing Double Indemnity 


With practically all companies writ 
ing double indemnity policy inspections | 
are of more importance than e@& 
Many applicants in more dan 
gerous occupations, knowing that they 
may be denied life insurance if they 
state truthfully their actual duties, 
write in the application some occupa- 
tion that they know will favorably 
looked upon by the company. For, 
instance, the other duy a company got | 
an application from a min who stated 
that he was a railroad conductor. An 
investigation developed the fact that 
he was a switchman on a railroad that 
did not have any passenger trains, but 
handled freight only in a limited area. 
Agents in the large cities do not know 


er 


or less 


' 
oe 





| insurance 
| the 


| cepted Musgrave 


their customers personally. They take 
their word for things and send in the 
business. If there were no investiga- 
tion the companies would be loaded up 
with business from those in prohibitive 
occupations. Just exactly what an ap- 


plicant’s duties are should be abso- 
lutely determined by the companies 
writing double indemnity policies be- 
fore the business is issued. The credit 
and inspection companies have con- 
ferred with life company officials and 
have decided that there will be no 
changes in the blanks now used for at 
least three years. The conditions will 


adjust themselves gradually and for a 
period of three years the companies 
have decided that it will be best to 
make no change in the questions asked. 


How Double Indemnity 
Aided Jockey’s Widow 


The 


clause 


double indemnity 
case of Phil Mus- 
grave, former famous jockey. Mrs. 
Agnes Bates Musgrave, now living in 
Evansville, Ind., was the beneficiary. 
Musgrave bought $10,000 life insur- 
ance from the Charles B. Rudd agency, 
representing the Guardian Life of New 
York at Evansville, while he was re- 
tired from the turf. Subsequently, 
although the rules of the company for- 
bade acceptance of a jockey as an 
risk, Musgrave returned to 
racing game. He did not notify the 
company of the change, but in Septem- 
ber, 1919, about eight months after he 


value of the 
is shown in the 


| had bought the life insurance contract, 
he was killed in a horse race—acci- 
dentally. The company, having ac- 


as a risk, did not hag- 
over the fact that a jockey is not 
an insurable risk, but when proofs of 
accidental death were submitted, paid 
the full claim—$20,000. 


Continental Life Changes 


gle 


At a recent directors’ meeting of the 
Continental Life of Wilmington, Del., 
the following changes were made in 
the executive staff: Harry L. Cooper, 
first vice-president, resigned, George 
E. Salisbury, formerly second vice- 
president, succeeded Mr. Cooper as vice 
president. Charles R. Churchman, ac 


tuary, was made a vice-president also. 
James A. Fulton, formerly agency sec- 
retary, was made agency manager. This 


is progressing and will hold 
the office 


company 


its annual meeting at home 
Nov. 4 and Winslow Russell of the 
Phoenix Mutual will be one of the 


speakers at the convention. A contest 
will be staged for the remainder of the 
vear and the agents qualifying will be 
suitably rewarded for their efforts. 


New Company at East Chicago 


The Lion Life Insurance Company 
has been organized at East Chicago, 
Ind. The directors are Thomas Con- 


nelly, J. J. Kerchner, Julius Kotzan, 
George Rachich and Charles Connelly. 
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WORK OF LIFE MEN IS 
PRAISED BY LINDQUIST 





Minnesota Commissioner An- 
nounces His Support of Agents’ 
Qualification Law 


TOUCHES UPON POLITICS 
Raps Nonpartisan League State In- 


surance Plans and Urges 


Support of J. A. O. Preus 





MIINEAPOLIS, MINN., Oct. 26.— 
Gustav Lindquist, insurance commis- 
sioner of Minnesota, in his address here 
last week before the Minneapolis As- 
sociation of Life Underwriters paid 
high tribute to the institution of life 
insurance and the work which life 
underwriters are doing. He declared 
himself in favor of an agents qualifica- 
tion bill and asserted that the measure 
which was presented at the last ses- 
sion of the legislature should have been 
passed at that time. Referring to the 
legislation hostile to insurance, which 
crops up at every legislative session, he 
said that the agents themselves could 
do much to keep down measures of 
that sort. 

Discusses Political Situation 


Mr. Lindquist also touched upon the 
political situation in Minnesota, stat- 
ing that he “would not do so, if it did 
not have a direct bearing upon your 
business and upon the continuation of 
yourself in that business in which you 
are engaged.” He attacked the Non- 
partisan League and its program for 
the extension of state control for in- 
surance of all sorts, stating that the 
only contention in the coming election 
“is the contention between those ad- 
vocating government as it now exists 
and those advocating socialism as set 
forth by the Nonpartisan League can- 
didates.” He closed by urging that, 
without regard to previous political af- 
filiations, all insurance men who are 
interested in repelling the menace of so- 
cialism, as represented by the Nonpar- 
tisan League, should unite in support- 
ing A. J. O. Preus, former insurance 
commissioner and now state auditor, 
for governor of Minnesota. Mr. Lind- 
quist said in part: 

Once Carried a Rate Book 


I feel that I haye much in common 
with you, not necessarily as the com- 
missioner of insurance, but because of 
the fact that I too have been privileged 
to carry a rate book and engage in the 
life insurance business for a number of 
vears. I know of the tribulations of a 
life insurance man and can fully sym- 
pathize and criticise as the case may be. 

If I correctly understand the prin- 
ciples for which this organization is 
striving, and to which its membership 
has subscribed—and I feel that I do— 
you may look for the friendship of the 
commissioner of insurance. I am sure 
that you are striving to do everything 
within your power to build up and ele- 
vate the standards of the insurance 
profession in this community to those 
of similar organizations among other 
professions. I say profession because 
I believe that a life underwriter is as 
much of a professional man as is a 
lawyer or doctor or minister or teacher. 


Quotes Heubner’s Definition 


Professor Heubner has said that: 

A profession must conform to four ac- 
cepted standard tests: 

First: That the business or vocation 
must be one that is essentially useful to 
society. 


Second: It must involve a_ science, 


and in its practice an expert knowledge 
of that science. 





Third: That the practitioner must 
abandon the strictly selfish or commer- 
cial view, and ever keep in mind the 
interest of his client. 

Fourth: That the practitioner should 
possess a spirit of loyalty to his fellow 
practitioners and of helpfulness to the 
common cause that all profess. 

These are the tests and ideals of the 
profession of law, medicine, ministry 
and the faculties of our institutions of 
learning. 

Usefulness Is Proven 

Amplifying the four tests given and 
referring to the first, which deals with 
essentiality and usefulness, of all the 
professional men in the community, the 
life insurance man is not the least neces- 
sary, for his usefulness in society is and 
has oftentimes proven itself to be one 
of the most if not the most useful, for 
it is frequently through his energy and 
efforts that provision has been made to 
pay for the services rendered by mem- 
bers of the other professions, as well 
as aiding in the maintenance and educa- 
tion of the widow and orphans. It is 
largely through his efforts that the 
taxes are being reduced, because of 
his having prevented the widow and or- 
phans from becoming a burden upon 
society, and, it is often through his 
efforts that the burden has been made 
a great deal easier to carry for those 
unfortunates left behind. 

Secondly, I am sure that no one will 
dispute that insurance as at present ar- 
ranged is founded upon science, for no 
business is upon a sounder scientific 
basis than that of life insurance, when 
you consider that it is founded upon the 
immutable laws of mortality and mathe- 
matics. 

Life insurance is not a matter of 
speculation. It is a most scientific ar- 
rangement of offering protection to 
those who desire to take advantage of it. 


Studies Needs of Client 


Third, the practical and conscientious 
life insurance man studies the needs of 
his client—past, present and future if 
possible—and suggests such a contract 
as will not be a burden to the policy- 
holder, and the conscientious insurance 
man eliminates from his mind any con- 
sideration of the benefits which he may 
derive from the sale of a high commis- 
sion contract. 

Fourth. Again referring to my pre- 
vious remarks with reference to this 
organization being a medium for the 
elevation of the standards of the life 
insurance man, I know that much has 
been done to bring about that loyalty 
which is necessary among fellow in- 
surance men in their common cause 
which, if continued, will soon compel a 
universal recognition of our business as 
a »rofession. 


Represents Company and Client 


A life insurance agent is the only one 
who enjoys the privilege of represent- 
ing his company as well as his client 
for, while he increases the business of 
his company, thereby building and 
strengthening the same, he is render- 
ing a service to his client that can 
hardly be paid for in dollars and cents. 
His services to the client do not end 
with the sale of the contract. He con- 
tinues to keep in touch with him and 
give him such information, from time 
to time, regarding his contract as may 
be required and the wise insurance man 
does, indeed, take every advantage of 
keeping in touch with the policyholders, 
being not only of service to them but 
enlarging also his own business as well 
as that of the company. To him should 
be given the credit for the large figures 
shown on the books of the insurance 
companies and to this he is justly en- 
titled 

Appreciated by Big Men 


Much could be said with reference to 
the man that is going to take out in- 
surance tomorrow; the man that has 
enough insurance; the man that can 
carry his own insurance and the man 
with a wife so young and pretty that 
in case he should die she would soon 
marry again. But as Mr. Kipling might 
sav: That is another story. 

It is gratifying, however, when re- 





DES MOINES WANTS MEETING 





Iowa Men After Next Convention of 
National Association of Life 
Underwriters 


DES MOINES, IA., Oct. 26.—Des 
Moines liked the national convention 
of fire insurance agents so well that it 
wants another one. The life under- 
writers propose to put over the next 
one and they have begun definite steps 
to secure the national convention of 
life underwriters for next fall. 

President Thorp of the National As- 
sociation is coming to Des Moines Fri- 
day morning to spend the day here 
looking over the city with a view to 
ascertaining whether it is a suitable 
place for the national meeting. A spe- 
cial committee, of which I. M. Treynor, 
president of the Iowa Life Underwrit- 
ers is chairman, will take charge of Mr. 
Thorp and show him the advantages 
of Iowa’s capital city. At noon he will 
address the Chamber of Commerce and 
at 6 p. m. he will address the Iowa 
Life Underwriters. .All life insurance 
men in the city have been invited to 
this meeting. 

“T am confident that Des Moines 
will secure the next convention and 
that we will have the influence of Presi- 
dent Thorp in our favor,” said Presi- 
dent Treynor. “I believe he appreciates 
the fact that the next convention should 
go to a middle western city. Des 
Moines is easy of access and the con- 
vention should draw 1,600 to 1,800 
agents if located in Des Moines.” 

In case the convention comes here, 
Des Moines life insurance men are de- 
termined to outdo the fire insurance 
men who entertained iast week’s meet- 
ing of the local agents. There are 
more life companies in Des Moines 
than fire companies and consequently 
a greater percentage of population are 
life insurance men. 


ferring to the men who can afford to 
carry their own insurance, to be able 
to name such men as John Wanamaker, 
Mr. Morgan, John D. Rockefeller, Jr., 
the late James J. Hill and Mr. Frick. 
and hundreds of others who appreciated 
the advisability and necessity of carry- 
ing insurance. 
John Wanamaker’s Statement 


It is reported that John Wanamaker 
is the most heavily insured individual 
in the country. In a recent interview 
Mr. Wanamaker said: 

I have been so often asked about my 
own insurance that I am going to 
gratify the curiosity that some of you 
have expressed, perhaps, in regard to 
it. I had no thought whatever of be- 
coming the largest life insurer, if that 
is true, as has been sometimes said of 
me. I simply worked out five con- 
clusions, as a result of my own thinking, 
without any moving cause except my 
own judgment. 

First, at that time I knew I was in- 
surable and could not be certain of im- 
munity from accidents and ill health, 
and it might be that at some future time 
I would not be insurable. That was the 
first step to the building of 62 poli- 
cies. . 

Second, that life insurance was one of 
the best forms of investment because 
from the moment it was made it was 
good for all it cost, and carried with it 
a guarantee, and there was protection 
in that investment that I could noi get 
in any other. 

Is Best Saving Fund 


Third, that life insurance in the long 
run was the saving fund that not only 
saved but took care of my deposits and 
gave me opportunity for possible profits 
that not infrequently returned principal 
and interest and profit. 

Fourth, that life insurance, regarded 
from the standpoint of quick determina- 
tion, was more profitable than any other 
investment I could make. 

Fifth, that it enabled a man to give 
away all he wished during his life time 
and still make such an estate as he cared 
to leave. 

Relative to proposed recommenda- 


(CONTINUED ON PAGE 4.) 





MAKES GOOD SHOWING 





NORTHWESTERN MUTUAL GAIN 


Figures Given Out for First Nine 
Months of 1920, with Comparison 
of Previous Years 





MILWAUKEE, WIS., Oct. 26.—Re- 
ports to the executive committee of the 
Northwestern Mutual Life for the third 
quarter of 1920 showed an increase of 
$8,451,471 in paid-for business over the 
same quarter of the preceding year. 
The increase in the number of policies 
was 770. The increase in the written 
business was 610 policies and $8,727,817. 

An interesting feature of the report 
on new business was presented in the 
form of an analysis by plans of life 
and endowment policies, as follows: 








Plan Policies Amt. P. C. 
 § Fa 8,523 $43,839,897 53.20 
20-Payment 6,599 aS aaeane 21,71 
Life at 65..... 492 1,762,50 2.14 
Other life .... 308 1,341, S70 1.63 

Total Life...15,922 $64,832,667 78.68 
20-year end. .. 1,206 $2,896,500 3.52 
End. at 65 .... 1,476 4,272,900 5.19 
Other end. ... 776 2,196,700 2,67 

Total End. .. 3,458 9,366,100 11.38 


8,189,300 9.94 
100.00 


5-yr. Conv. Tr. 1,310 
Grand Total.20,690 $82,388,067 
Comparison by Years 





Comparative figures for nine months 
ending in September of 1918, 1919 and 
1920 showed an increase in new prem- 
iums between 1919 and 1920 of. $2,078,- 
504.87. Renewal premiums_ gained 
$4,355,889.29. Total income increased 
$7,185,411. For the 1920 period it to- 
talled nearly $71,000,000, as against $57,- 
000,000 in 1918. Excess of income over 
disbursements in 1920 over 1918 ap- 
proached $4,400,000. Policy loans, with 
the same comparison, increased about 
$4,300,000. 

The loan department reported for the 
third quarter of this year an increase in 
loans of 683, amounting to $7,127,000. 
Net changes in investments all showed 
increases, totalling $5,283,850. Of this, 
$3,387,585 comes under mortgage loans. 

The actuarial department’s report 
pointed out that the total gross in- 
crease for the quarter was 21,556 pol- 
icies covering insurance of $86,673,969. 
Less terminations of 8,403 policies, the 
net increase was $29,907,112, and the 
total in force at the close of Septem- 
ber, 1920, was $2,156,450,808. 


Number of Agents Decreased 


The number of new agents’ contracts 
endorsed during the third quarter was 
149 and 253 contracts were terminated. 
The agency department report showed 
that the increase of new business writ- 
ten in the third quarter of this year 
over a year ago for the similar period 
was $8,727,817. The reported business 
increased, in like comparison, by 
$8,451,471. 

The mortality for the nine months 
was approximately 53 percent of the 
expected. 


Kansas Fraternal Reinsured 


The merger of the Sons & Daughters 
of Justice, a Kansas fraternal, which 
has been in the hands of a receiver for 
some months has finally been ac- 
complished. The Columbian Circle of 
Chicago has taken over the business of 
the Sons & Daughters. The Columbian 
Circle absorbs the Kansas organization 
and assumes all the liabilities under the 
Kansas laws. The merger has been ap- 
proved by the Kansas and Illinois de- 
partments and the boards of both or- 
ganizations. 

The members of the Sons & Daughters 
will be allowed 60 days in which to pay 
up their dues. No physical examina- 
tions will be required and all contracts 
will be reinstated with the payment of 
the arrears in dues. All claims against 
the Kansas organization, said to amount 
to upwards of $60,000, will be taken 
over by the Illinois organization. 
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TANGIBLE BENEFITS 
OF LIFE INSURANCE 


Some of the Features That Appeal 
to the Men Who Pay 
Claims. 





MANY ADVANTAGES SEEN 


Some Results Are of a Personal Na- 
ture That Do Not Reach the Public 
Readily 


Benjamin W. Loveland, supervisor of 
claims of the Connecticut Mutual Life, 
points out many of the tangible bene- 
fits of life insurance as seen from the 
standpoint of the claim man. The claim 
man speaks from an intimate personal 
contact with those to whom claims are 
paid. Mr. Loveland says in this connec- 
tion: 

Many Burdens Lifted 

When we multiply the cases in which 
the proceeds of life insurance have alle- 
viated want and suffering, who can mea- 
sure the benefit? What burdens have 
been lifted; what weariness and dis- 
comfort have been avoided in cases 
where the head of the family has been 
taken in the early years, leaving the 
young and _ perhaps _ inexperienced 
widow to wrestle with the problems of 
life and the upbringing of the tender 
lives which have been entrusted to her 
care and nurture? What becomes of 
the weak excuse of the man who, when 
solicited for insurance, states to the 
agent that he cannot afford it,—the cost 
is too great,—when viewed in the light 
of the possible cost to his family in the 
event of his death without the protec- 
tion which he should afford? 


Financial Conditions Changed 


Insurance is costly only when it is 
too late for a man to provide it, and he 
is wise who takes no chances with an 
uncertain future. Those who have taken 
insurance in past-years may well take 
thought as to whether the amount then 
considered as sufficient protection is 
ample under present conditions because 
of the fact that financial circumstances, 
over which he has no control, have so 
changed that the proceeds of his insur- 
ance policies, if they should mature to- 
day by his death, would make provision 
for his family to a much less degree 
than he anticipated when taking the in- 
surance. 

Investment Is Safe 


The average man is liable to errors of 
judgment in making financial or busi- 
ness investments, but money invested 
in premiums on a policy in a sound life 
insurance company is applied to an in- 
vestment that is as safe as anything 
can be in this world. It furnishes a 
fund that is available at critical periods 
for unforeseen emergencies, and serves 
to provide after the death of the in- 
sured, an income to take the place of 
his earning power. Surely, provision for 
insurance should be as much a part of 
the family budget as necessary expenses 
for food and clothing. 


Insured Finds Satisfaction 


It might be said that the first tangible 
benefit of life insurance is experienced 
by the insured himself. With what 
satisfaction does a man, after taking out 
a policy of insurance, meditate upon the 
fact that he has done the right thing. 
It increases his independence and self- 
respect. He is not only saving for 
others who may need it in the emer- 
gency of his death, but he is providing 
a safeguard for himself should misfor- 
tune overtake him. With the passing 
years the insurance will have increased 
in value, under the present liberal condi- 
tions of policies, to the extent that it 
may become available, should occasion 
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UNIQUE and most unusual 
A\ tribute was paid to K. B. Kor- 

rady of Chicago, retiring assist- 
ant manager of agencies of the Illinois 
Life by the officers of the company 
and heads of the departments. The 
officers issued a special announcement 
this week, announcing Mr. Korrady’s 
retirement from the company and all 
signed the tribute. It was written by 
his personal friend, Vice-President R. 
W. Stevens. It is usual on occasions 
of this kind, if anything is said, for 
an officer to issue an announcement, 
but when the entire official staff, board 
of directors and department heads all 
sign a tribute it is so unusual as to 
create attention. The following is the 
announcement under the caption, “K. 
B. Called for Big Position”: 

* . . 


It is with regret commingled with 
pride that we announce the retirement 
of Assistant Manager of Agencies Karl 
B. Korrady, who will leave our service 
on Nov. 1, to take a very important man- 
agerial position with the Missouri State 
Life. 

K. B., as he is well and lovingly known 
to all of us, grew up in the Illinois Life. 
From his first beginning as office boy he 
advanced through all departments to the 
very important position of assistant 
manager of agencies which he filled in 
such an able manner as stamped him as 
one of the coming agency men of this 
country. 

The Missouri company, which is reach- 
ing out wide for big and rapid growth 
along general insurance  lines—life, 
health, accident, group, etc.—being de- 
sirous of establishing a big branch office 
under capable management in the city of 
Chicago, quite naturally wanted a truly 
big and highly trained man, therefore, 
they looked toward the Illinois Life and 
suggested the position for Mr, Korrady; 
and since they were willing to pay such 
a price for his services as seemed inad- 
visable for him to refuse, he decided to 
accept the position after a full and care- 
ful discussion of the offer, the future 
possibilities, etce., with his lifelong 


friends and business associates in the 
home office of the Lllinois Life. 


K. B. will be sorely missed by his 
many warm and loyal friends in our 
organization, yet we shall always retain 
his friendship and loyal interest; and 
while we are grieved at his departure, 
there is much to comfort us in the fact 
that when a large and ambitious com- 
pany wanted a man of real caliber for 
one of its biggest positions and oppor- 
tunities they promptly looked over the 
organization of the “greatest Illinois 
company,” and found him. 

Mr. Korrady will be the managing 
underwriter and have general charge 
of the Missouri company’s new Chicago 
plant, in which will be handled prin- 
cipally brokerage lines of life, accident 
and health insurance, along with group 
insurance, it being the policy of the 
Missouri company to develop its business 
in large cities through brokers rather 
than through the establishment of ex- 
clusive full-time agents. The Illinois 
Life has never encouraged brokerage 
business, but that the brokerage plan 
offers a field for a large volume of busi- 
ness in great cities like Chicago there is 
no question. Because of his wide and 
favorable acquaintance, plus his splen- 
did managerial ability and winning per- 
sonality, K. B. is in our opinion the best 
man in the middle west for the work he 
has been called to do. 

7 . . 


Our sincerest best wishes go with K. 
B. into his new work. We do not need 
to wish him success for that is assured, 
but we are sincerely sorry for the fact 
that the big Missouri company was un- 
able to find in its own organization a 
man big enough for their big Chicago 
job. 

On Saturday evening, Cct. 23, a fare- 
well dinner was tendered Mr. Korrady 
by the following officers and department 
heads of the home office with whom he 
has been associated for so many years: 
J. W. Stevens, O. J. Arnold, W. Z. Brown, 
H. W. Stone, P. L. Sausser, C. J. Schutz, 
B. J. Stookey, E. J. Stevens, Dr. Glen 
Wood, F. L. Rexford, H. W. Price, H. T. 
Martin, E,. A. Kermes, R. W. Stevens. 











arise, to tide him over difficult situa- 
tions, notwithstanding that its primary 
function is protection to the family or 
estate. The company’s long-term en- 
dowments may, in many cases, furnish 
necessary funds at a time when most 


needed. 
Early Deaths 


According to the American table of 
mortality, on which this company’s 
premiums are based, of those insuring 
at age 20, between 7% and 8% die with- 
in ten years. The percentage of such 
actual deaths, depending on the com- 
pany and the times, may be only about 
half the so-called expected. 

Actual results of the payment of 
claims by this company are interesting 
as indicating that about 2 per cent of 
the policies issued may be expected to 
become claims within the first year; 
over 3 per cent within the second year; 
over 10 per cent between the third and 
fifth years, and about 13 per cent be- 
tween the fifth and tenth years of 
insurance. 

About 71 per cent of this company’s 
policies which become claims are pay- 
able to wives or children; about 25 per 
cent to the estate of the insured, and 
about 4 per cent to others, including as- 
signees, corporations or partnerships. 


Business Insurance 


In recent years the life companies 
have issued large numbers of policies, 
and for large amounts, on the lives of 
business men for the benefit of corpora- 
tions, or for partnerships. About 1 
per cent of the policies issued by this 
company. at the present time are writ- 
ten with benefits of this character. Such 
insurance capitalizes a man’s earning 
power,—that is, his ability, skill and 
energy. Business insurance is being in- 
creasingly written. The question of in- 
surable interest of corporations in the 
lives of their officers may naturally be 





raised. The principle recognized very 
generally by the courts is that where 
the duties or responsibilities of an offi- 
cer of a corporation are such that his 
death would cause a financial loss, the 
corporation is deemed to have an in- 
surable interest in the life of such of- 
ficer for its benefit. 
Has Insurable Interest 


It is probable that the controlling 
factor in the determination of the mat- 
ter by a court would be such pecuniary 
value of the life insured to the corpora- 
tion as would remove the case from any 
suspicion of a wagering contract. The 
success of a corporate enterprise may 
depend largely upon the personality of 
its manager, and if it does, it would 
seem reasonable to assume that a cor- 
poration has an insurable interest in his 
life similar to the interest of a partner- 
ship in the life of one of its members 
where each partner relies on the skill 
and ability of his co-partner for the suc- 
cess of the business; that is, such as 
would justify a reasonable expectation 
of advantage or benefit from the con- 
tinuance of life. The benefits of in- 
surance of this character at once be- 
comes apparent, in case of the death of 
a manager on whose ability the suc- 
cess of a business depends, for during 
the time required to find a capable suc- 
cessor the business may suffer sub- 
stantial loss of credit and confidence. 

Credit Is Established 


proceeds may im- 
mediately establish credit and thus 
create confidence. In many manufac- 
turing concerns it is frequently the case 
that there is some one man whose death 
would greatly inconvenience the man- 
ager, upon whose efforts the suc- 
cess or profit of the business depends 
in large measure, or there may be some 
man who alone has knowledge of cer- 
(CONTINUED ON PAGE 4.) 


The insurance 








HOLDS FALL MEETING 


ACTUARIAL SOCIETY MUSTER 





Some Papers and Discussions of Note 
Are Listed for the Assembly at 
Richmond 


NEW YORK, Oct. 26.—From pres- 
ent indications the fall meeting of the 
Actuarial Society of America, to be 
held at Richmond on Thursday and Fri- 
day of this week, will be unusually well 
attended, more than 100 members hav- 
ing signified their intention to be pres- 
ent. In addition to the address which 
he will deliver as president of the or- 
ganization, William A. Hutcheson, sec- 
ond vice-president of the Mutual Life, 
is to present a paper showing the actual 
mortality experience of his company for 
a series of years compared to the ex- 
pected tables of various standards. 
Arthur Hunter, actuary of the New 
York Life, will discuss blood pressure 
in its relation to life insurance mortal- 
ity, while Percy C. H. Papps, mathema- 
tician of the Mutual Benefit Life, will 
offer a memorandum regarding the 
amortization of securities. “Systems of 
Calculating Expected Mortality” will 
be the subject of a paper by Actuary 
M. L. Johnson of the Penn Mutual 
Lifc, and Wendell M. Strong of the Mu- 
tual Life, secretary of the Actuarial 
Society, will consider “Some Influences 
Affecting the Interest Rate.” 


Question Box Pian 


The question box idea, inaugurated 
last year, which was found to be highly 
popular, will be continued; members 
submitting for general consideration 
such problems as they see fit. Social 
features of the gathering will inciude 
a banquet. Abundant provision for the 
entertainment of such members of the 
families of delegates as are in the city 
will be made by the Life Insurance 
Company of Virginia, upon whose invi- 
tation the gathering will be held in the 
historic city of Richmond. 


Lindquist’s Ruling on Settlements 


Commissioner Lindquist of Minne- 
sota has issued a ruling affecting settle- 
ments to be made by agents and insur- 
ance companies, as follows: 

First—Where a cash settlement is 
made upon application for insurance, 
the agent must remit the gross premium 
to either the home office of the com- 
pany or to its general agent. 

Second—Where a note is taken in 
settlement, upon application for insur- 
ance, the same must be held in the 
home office of the company or that of 
its general agent until delivery or ac- 
ceptance of the policy. 

Third—Where an application for in- 
surance is rejected, the settlement made 
on account of same must be returned 
to the applicant at the time notifica- 
tion of rejection is given. 

Fourth—In all other cases where the 
policy, for some reason, cannot be de- 
livered or issued, there being no con- 
tract, the settlement must be returned 
to the applicant within 30 days after 
date on which the application § is 
signed, 

“Many complaints have been re- 
ceived by the department,” said Com- 
missioner Lindquist, “alleging failure 
on the part of agents to promptly re- 
turn to the applicant money or note 
given in payment of premiums for life, 
accident and health policies, and I have 
deemed it necessary to make the fore- 
going rulings.” 


Jacob H. Schiff, banker and philan- 
thropist and partner in the firm of 
Kuhn, Loeb & Co., of New York, who 
died the other day, in his 74th year, had 
been insured in the New York Life since 
1878 for $10,000. Mr. Schiff survived all 
the individuals whose names appear in 
the application as connected with the 
company when he was insured. He was 
then carrying $70,000 in other com- 
panies. 
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No Matter Which 


You Sell—Par or Non-Par 


—You Lose Business 


Did you ever get a prospect, work on him 
for some time, finally convince him that 
he should increase his insurance, and then 
lose him because he insisted on partici- 
pating insurance when you sold only non- 
par, or because he wanted a guaranteed 
rate when all you could offer was annual 
dividend policies? ° 





The agents of the Central States Life 
do not have this difficulty, because the 
Company offers both kinds—par and 
non-par. 









Most of our agents specialize on one 
kind, but they have no fear of losing 
business which they have 
created on account of not 
being able to 
offer both kinds. 













Come with the 


CENTRAL STATES LIFE 


Insurance Co. 


Crawfordsville, Indiana 





. If you want to write life insurance in Indiana 


WRITE TO 


THOMAS L. NEAL, 
Second Vice President and Agency Manager 





Secretary, 


Clifford V. Peterson 


President, 


Edwin M. Brown 


TO TALK CONSERVATION 


AGENCY OFFICERS TO MEET 





Annual Convention of Association Will 
Be Held at Hotel La Salle, 
Chicago, Nov. 10-11 





The general subject for the annual 
meeting of the Association of Life 
Agency Officers to be held at the Hotel 
La Salle, Chicago, Nov. 10-11, will be 
“The Relation of Agents to the Con- 
servation of Business.” This question 
will be discussed from a number of 
standpoints. Chairman Winslow Rus- 
sell of the association has sent out a 
tentative program to members so that 
they can familarize themselves with the 
subject. It is as follows: 

1. Subject: “Assuming That the Re- 
newal of Business Is of Equal Import- 
ance to That of Volume Produced— 
What Are the Chief Qualities We 
Should Seek in the Selection of (a) 
Branch Managers or General Agents; 
(b) Local Salesmen.” 

2. Subject: “The Value of a Rating 
Scale in the Selection of Managers 
and Agents.” 

3. Subject: “What Are the Advan- 
tages in the Conservation in Business 
in Force of—(a) Centralized Control 
of Branch Offices; (b) Decentralized 
Control of Branch Offices.” 

4. Subject: “To What Extent 
Should the Home Offices serve the 
Branch Offices or General Agency in 
the Selection of the Local Agent?” 
_5. Subject: “The Cost of Lapsa- 
tion.” 

6. Subject: “The Value of Institu- 
tional Advertising in a Conservation 
Campaign.” 

7. Subject: “The Manager’s Func- 
tion in the Training of Salesmen.” 

8. Subject: “What Method of Com- 
pensation Is the Most Useful in Keep- 
ing Business Upon the Books—(a) For 
Managers; (b) For Local Agents?” 

9. Subject: “The Place for Research 
in the Future Program of Production 
and Conservation in Life Insurance.” 

10. Subject: “The Possibility and 
Desirability of a Central Bureau of 
Sales Research in Life Insurance.” 

11. Subject: “The effect Upon Life 
Insurance in Passing From a ‘Buyers’ 
Market’ to a ‘Sellers’ Market’ in Ameri- 
can Business.” 


WORK OF LIFE MEN IS 
PRAISED BY LINDQUIST 


(CONTINUED FROM PAGE 2) 
tions for legislation, I wish to say that 
I am heartily in favor of the enact- 
ment of an agents’ qualification bill. 
The bill which was introduced, but de- 
feated, at the last session should, in my 
opinion, have passed, and would have 
passed had it not been for certain con- 
ditions which I shall not discuss at 
this time. 

There are numerous bills introduced 
at every session of the legislature de- 
signed to restrict and hamper the de- 
velopment of legitimate insurance busi- 
ness. I am not referring to such mea- 
sures intended to strengthen the com- 
panies and safeguard the policyholders, 
despite the fact that many bills are 
regularly presented which have, ob- 
viously, been framed by individuals ig- 
norant of the underlying principles of 
insurance. 

The class of legislation to which I 
wish to draw your attention is that 
which is designed to impose wholly un- 
necessary burdens upon companies and 
agents—radical measures frankly urged 
—not with any constructive purpose 
but with the apparent desire to re- 
taliate. 





Where Agent Can Help 


You can all recall various efforts 
which have been made to secure the 
passage of such bills and you have all 








done your share to defeat them. It may 





be, however, that you have not had the 
opportunity to trace their source—the 
incentive for such proposed acts. Speak- 
ing frankly between ourselves, in the 
majority of cases these radicalemeasures 
are usually the result of someone’s un- 
fortunate experience. We all know that 
there are practices on the part of both 
companies and individuals which are 
not ethical and ought to be eliminated. 

Now, while we all deplore such things 
as individuals, are we sufficiently ag- 
gressive in controlling them? Are we 
frank in our opposition to every act 
which has a tendency to undermine the 
public confidence in insurance? Do we 
not sometimes pass these practices by 
for fear that they may have an unfor- 
tunate effect upon the prospect, for- 
getting that in the long run such ac- 
tion may have grievous consequences? 
We all know that the insurance man is 
really a public benefactor and that he 
should, and generally does, have the in- 
terest of his client at heart, just as does 
the ethical physician and attorney. It 
behooves us to develop to the utmost 
this attitude toward the members of 
our profession, and the secret of ability 
to do so is to build confidence by every 
means in our power. 


TANGIBLE BENEFITS 
OF LIFE INSURANCE 


(CONTINUED FROM PAGE 3.) 


tain secret processes in relation to the 
output of the factory. His death might 
entail severe financial loss until a com- 
petent successor could be found. Life 
insurance, in many such cases, would 
provide the necessary funds to bridge 
over the gulf that lies between success 
and failure. 
Benefit to Partnership 


In case of partnerships the benefits of 
insurance are obvious for it immediately 
creates a fund that may be used to fore- 
stall emergencies, such as the payment 
of notes or accounts. It may be that 
the estate of the deceased partner de- 
mands an immediate cash settlement 
which, if made, might seriously em- 
barrass the surviving partners. At times 
it may be necessary, in any corpora- 
tion or partnership, to borrow money 
in order to tide over a certain period 
or to provide for the expansion of busi- 
ness. Life insurance policies in such 
cases, if in force for a sufficient period 
to have a substantial loan value, often 
prove of great benefit, especially if the 
banks are cautious in making loans ow- 
ing to general financial stress or 
strained credit. 


Inheritance Taxes 


At the present time, when state and 
federal governments are taxing most 
available sources of revenue, ready 
money becomes an absolute necessity 
for the payment of inheritance taxes. 
Should an estate consist of securities 
which cannot be at once converted into 
cash without great sacrifice the benefits 
of life insurance are readily apparent. 

Life insurance is adaptable to almost 
every financial need and its benefits are 
distributed in proportion to the fore- 
sight which has been exercised. 
Whether a person is just beginning 
business life, or has amassed a com- 
petence after a successful career; 
whether he is rich or poor; whether 
he is a youth who has not as yet as- 
sumed the responsibilities of married 
life, or whether he has gathered unto 
himself a family; life insurance is al- 
most unlimited in its adaptability, and 
its peculiar benefits are more and more 
apparent as we see its beneficient re- 
sults illustrated in the case of those 
who, in service to others, have taken 
insurance in proportion to their needs. 








The Vulcan Plow Company, South 
Bend, Ind., broke the record in corpora- 
tion life insurance in northern Indiana, 
it is said, by taking out policies for 
$100,000 each on Richard Rosencranz, 
president; G. Arthur Trimble, vice- 
president, and John H. Berryhill, super- 
intendent. 
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Chicago Field Club’s 
Head Experienced in 


Other Business Lines 


B. JACOBS, branch manager of 

e the Chicago agency of the Mutual 
Life of New York, who has been 
elected president of the Life Insurance 
Field Men’s Club of Chicago, was not 
always a life insurance man. .He has 
been connected with several large com- 
mercial organizations during his busi- 
ness career, and his record shows that 
he served all of them with the distinc- 
tion and success which has marked him 
as a life insurance man. It cannot 
be said of him as it can of so many 
life insurance men that he entered the 
business because he had failed in every- 
thing else. One of the reasons he 
entered the life insurance business was 
because of ill health and the need of 
out-door work, but the principal reason 
was because he saw the possibilities of 
it and believed in it. 

He had served as head of a St. Louis 
wholesale house, of which he was vice- 
president; as Detroit general agent for 
the American Credit Indemnity Com- 
pany; as manager of the Credit Clear- 
ing House at St. Louis, and with a 
well-known Chicago mail-order house 
before entering life insurance work. 
Later, poor health made it necessary 
for him to seek out-door employment, 
in 1911, with the Mutual Life in Chi- 
cago. He has been with that company 
ever since, with the exception of 11 
months which he spent with the Mu- 
tual Benefit doing special work. He 
has been especially active in the various 
life insurance organizations in Chicago 
and is well known to insurance men 
there. 

Mr. Jacobs will adopt a conservative 
policy in the administration of the af- 
fairs of the Field Men’s Club. He be- 
lieves that the purposes of this or- 
praiestion are not generally understood 
y the life insurance men of Chicago. 
There is a general feeling among those 
who do not understand the purposes 
of the club that it is radical and 
Bolshevik in its tendencies. 

Mr. Jacobs will labor to correct these 
impressions. Mr. Jacobs is sincere in 
his desire to have the other life insur- 
ance organizations in Chicago co- 
operate with the Field Men’s Club in 
bringing about beneficial legislation. 
The cooperation of the Managers’ As- 
sociation will be sought in all matters 
which mutually concern the agent and 
the general agent. Mr. Jacobs realizes 
that without this support all the efforts 
of the club will be worthless. He is 
in favor of appointing a committee of 
three from the Field Men’s Club to 
confer with a like committee from the 
Managers’ Association on any differ- 
ences which might arise between the 
two organizations. 

The interest and activity which Mr. 
Jacobs has shown in this organization 
since its inception made him the logical 
candidate for the office of president. 
His supporters made no mistake when 
they chose him to direct the work of 
the Field Men’s Club during the com- 
ing year. 


Thurman’s Men in Convention 


The convention of the Richmond, 
Va., agency of the Mutual Benefit Life, 
of which C. T. Thurman is general 
agent, was a great success. Among 
those present were his brother, Oliver 
M. Thurman, superintendent of 
agencies at the home office, and his son, 
A. C. Thurman, general agent of the 
company at Raleigh, N. C. Oliver M. 
Thurman delivered two splendid ad- 
dresses at the business sessions on “Or- 
ganization” and “Salesmanship,” and 
spoke also at the banquet, choosing for 
his topic, “Reversion of Type.” Gen- 
eral Agent J. H. Glenn of Philadelphia 
and Geo. C. Tudor of Winston-Salem, 
N. C., and 27 of the field men were 
present. 




















The Gauge of Service 


Service is limited by its opportunities. First must 
come the chance to serve. 


Life insurance salesmen are restricted in their service 
opportunities by the number of possible prospects in their 
territory. All the advantage is with the man who has 
the best field of prospects. 


A service ideal of The Lincoln National Life Insur- 
ance Company has been to give all the salesmen who 
serve with the Lincoln an opportunity to work in all of 
their territory. 


You have the chance to serve 99% of the men and 
women in your territory, for the Lincoln is now rejecting 
but 1% of all applications sent in by its agents. 


The Lincoln has thus attained a remarkable achieve- 
ment—a minimum rate of rejection combined with a 
favorable rate of mortality which has not been equalled. 


You extend your service opportunities when you 
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The Lincoln National Life Insurance Co. 


“ITS NAME INDICATES ITS CHARACTER” 


Lincoln Life Building Fort Wayne, Indiana 


NOW MORE THAN $150,000,000 IN FORCE 
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STRENGTH OF 
GIBRALTAR 


The Prudential Insurance Company of America 
Forrest F. Dryden, President Home Office, Newark, N. J. 
Incorporated under the Laws of the State of New Jersey 

















VIEWS AS TO THE ASSESSMENT PLAN 





Conclusions Reached by One of the Big Fam- 
ily Periodicals That This System Is Unsafe 





















Insurance in Force Over $245,000,000 


For co-operation 
with agents in securing the 
complete satisfaction of policyholders 


The Equitable Life Insurance Company of lowa 


maintains a SERVICE Department which 
opens for them a broader field 
of opportunity and 
assures success 


New Business in 1920 Over $52,000,000 
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*Basy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of ‘Easy Lessons in Life Insurance,” a text and review book with quiz supplement. $1.00. The 
National Underwriter Company, 1362 Insurance Exchange, Chicago. 

















66 ARM, Stock and Home,” the 
Minneapolis periodical in a sur- 
vey of life insurance conditions 

reaches the conclusion that assessment 

life insurance is unsafe. It says in this 
connection: 


Nearly everyone is directly or indi- 
rectly interested in life insurance, but, 
unfortunately, comparatively few people 
fully understand the principles and basis 
of life insurance. 

Although life insurance should be car- 
ried by everyone, only those who are in 
good health and can pass a satisfactory 
medical examination can secure it. Life 
insurance combines safe investment with 
protection for the family or estate. If 
you have any dependent relative, who 
would suffer loss by your death—if you 
have a business, estate or mortgage to 
protect—if you wish to provide a pen- 
sion for yourself in old age—then you 
need life insurance. A farmer insures 
his property against fire, lightning, wind 
and hail; he may never suffer loss from 
any of these sources, but if so, he can 
rebuild, repaint and begin again; but 
when ke dies and is not insured, the 
main support is gone and the loss to the 
family or estate can never be filled or 
repaired. 


All Want Life Insurance 


No thinking or observing man of to- 
day questions the value of life insurance. 
The first element to be considered in 
taking life insurance is safety and sta- 
bility. There are two kinds or classes of 
life insurance, namely: old line and as- 
sessment. Old line or legal reserve com- 
panies only are authorized to issue guar- 
anteed and unchangeable policies. The 
rates of these companies are based on 
standard experience tables of mortality, 
which tables, covering many years and 
many thousands of lives, practically 
show the average number of years which 
a person at any age may expect to live, 
and the cost of insurance for that age. 
The laws of every state provide that 
companies which issue policies for a 
fixed or guaranteed amount of insurance 
and premiums must use rates based on 
these standard experience tables and 
must set aside and maintain reserves 
sufficient to make good every guaranty. 
Hence the name “legal reserve com- 
panies.” 

Old Line Policies 


Old line or legal reserve companies 
issue many forms of policies; the rates 
on all are based on the experience tables 
ef mortality and a safe rate of interest. 
The last failure of an old line company 
in the United States occurred in 1877, 
since which time the laws have been so 
amended as to make failure practically 
impossible. 

Assessment Plan 


There are two kinds of assessment life 
associations, the one having a fraternal 
or lodge feature, the other not. Both 
operate on the plan of collecting a cer- 
tain amount from the living after the 
death of a member. For convenience 
(and in some cases for deception) the 
payments to be made are estimated in 
advance per month, quarter or year. 
The amounts payable at death and the 
number. or amount of assessments are 
not fixed or guaranteed, but depend en- 
tirely upon the mortality experience and 
the ability and willingness of the mem- 
bers to pay them. 


Have the Safety Clause 


The laws of every state provide that 
assessment certificates must provide that 
the sum payable at the death of a mem- 
ber shall be the sum of one assessment, 
not over a stated amount, or contain a 
“safety clause” providing for an increase 
in the number and amount of assess- 
ments when necessary. As no guaranty 
of amount payable at death or rate of 
future assessments is made, no reserve 
is required by law. As the average age 
of the members increase, assessments be- 
come more frequent and higher. The 
younger members lapse, leaving the 
older ones to pay each the others’ bene- 
ficiaries, at higher rates of assessments. 


It’s a Risky Proposition 


Statistics show that assessment pro- 
tection is unsafe and unsatisfactory and 
that hundreds of these associations have 





failed during the past few years. If you 
were asked to buy an automobile or a 
threshing machine worth $1,000 and were 
told that you could pay for it at the 
rate of 75 cents per month, the machine 
to be delivered to you when paid for, 
would you consider the offer? Would 
you not do a little figuring first? If so, 
you would find that 75 cents a month 
equals $9 a year, and at that rate it 
would take 111 years in which to pay 
for the machine. The same principle 
applies to life insurance. No company 
or .association can or will give some- 
thing for nothing. Some one must pay 
for it. If the rates of an association are 
such that no one in an average lifetime 
would pay a thousand dollars, it stands 
to reason that someone or many will 
lose out. 
Some Cases in Point 


The recent retirement from assess- 
mentism of the Bankers Life Association 
of Des Moines and the greatly increased 
assessment rates of the Modern Wood- 
man and many kindred so-called fra- 
ternal associations, bear out this state- 
ment. Although the latter has materially 
raised its rates, its certificates, as are 
those of the former, are still unguaran- 
teed as to the amount payable at death 
and as to the amount and number of 
future assessments, the final result de- 
pending entirely upon the actual death 
rate experienced and the willingness and 
ability of the members to pay the assess- 
ment as levied. 


Get Out of Regret Class 


If you wish fully guaranteed life in- 
surance, apply to an old line company 
for it. You will then never be in the 
“regret class,” as are hundreds of thou- 
sands of men today who, years ago, 
“joined” fraternal orders and assessment 
associations and are now too old to se- 
cure other insurance, and who find ut 
little comfort and solace in the editorials 
of the February “Modern Woodman,” as 
follows: 

Cost Will Become High 


“The editor has no hesitancy in pre- 
dicting that the majority, because not 
fully informed, will stay on present 
rates. This will lead to double headers, 
and after double headers, the cost will 
become so high that the poor man, who 
is old, can not pay; the rich man, both 
old and young, will refuse to pay, and 
the beneficiaries of the deceased mem- 
bers will find it impossible to collect the 
amount named in their’ certificates. 
These are plain words, but true.” 

“It will not be possible to perpetuate 
the society and let all of the present 
members remain on present rates. It will 
not be possible to perpetuate the society 
and let even one-half of present mem- 
bers remain on present rates. If rates 
for all members are not changed a later 
head camp must put all members on an 
adequate rate or the class of members 
which elects to remain on present rates 
will find that they cannot collect enough 
to pay in full all of their certificates.” 


Insure—But Insure Right 


Thousands of thinking farmers and 
business men have, during the past two 
years, dropped their fraternal or assess- 
ment certificates and replaced them with 
old line insurance, and thousands more 
will do likewise during the present year. 
These men are profiting by the sad ex- 
perience of their older friends, who have 
been carrying certificates in fraternal 
order and assessment associations and 
who after reaching the middle or latter 
years of life, and having paid assess- 
ments for many years, are now given the 
option of paying two or three times the 
former rate of assessments or quitting 
and losing every cent which they have 
contributed. The man who knows the 
value of a dollar and who wants to 
make a safe and sure provision for his 
future and the future of his loved ones, 
should look only to legal reserve, old line 
companies, for life insurance. 





Karl B. Korrady, the new Chicago 
manager of the Missouri State Life, has 
secured quarters in the McKinlock 
Building, 207 W. Jackson Bivd., for the 
branch office. Mr. Korrady exnects to be 
in his quarters next week. He is now 
assistant agency manager of the Tllinois 
Life. His associates at the home office 
gave him a dinner last Saturday evening. 
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DISABILITY PROVISION 
HAS GROWN IN FAVOR 


Prediction Made That Every Com- 
pany in Country Will 
Adopt It Eventually 


POPULAR WITH ASSURED 


Advantages Which It Offers Form 
Strong Talking Point—Doesn’t 
Prejudice General Business 


NEW YORK, Oct. 26.—Since its in- 
troduction nearly 25 years ago the total 
and permanent disability provision has 
grown steadily in favor with the as- 
sured, and today the clause attaches to 
the policies of many of the life insur- 
ance companies of the country, and the 
prediction is freely made that in the 
course of time every office will be using 
it. The disability provision stipulates 
that in the event of the assured’s be- 
coming totally and permanently incapa- 
citated, the payment of further pre- 
miums will be waived and he will be 
granted an annuity of one-tenth the 
face of the policy each year so long as 
he lives. The money thus paid is not 
deducted from the face of the contract, 
which is paid to the heirs in full upon 
the death of the assured. Nor does the 
application of the provision invalidate 
in any way the right of the policyholder 
to dividend options, loans or other 
benefits guaranteed by the contract. 


Not a Remote Contingency 


Although it is sometimes suggested 
by an applicant that the chances of be- 
coming permanently and totally dis- 
abled are remote, a table dealing with 
this class tells us that out of 1,000 men 
who are in good health at age 45, 31 
will become disabled before attaining 
60. It may be that the average is rela- 
tively small, but that fact conveys no 
comfort to the man who chances to be 
one of those thus afflicted. In a recent 
article dealing with this general sub- 
ject, F. P. Clarendon of the Home Life 
said in part: 

“The writer’s attention was directed 
to an office force in New York City 
numbering about 80 clerks, in which 
three members of the clerical staff were 
permanently and totally disabled at 
practically the same time. The ages 
of these men were 23, 42 and 46 respec- 
tively, and the various causes of dis- 
ablement were cancer, tuberculosis and 
rheumatism. 


Principal Causes of Disability 


“The principal causes of claims under 
the disability provision in various com- 
panies granting the benefits are shown 
to be tuberculosis, insanity, paralysis, 
cancer and accidents, while rheumatism, 
heart disease and blindness, together 
with various nervous maladies, are 
found to lead in many cases to total 
disablement and inability to pursue any 
gainful occupation. It is said that the 
average interval between disability and 
death is three years. Agents are some- 
times disappointed and unable to un- 
derstand why the disability benefit is 
not granted in certain cases. Often it 
is because of poor family history with 
a tuberculosis tendency, light weight of 
applicant or other impairment showing 
in the insurance papers. It is obvious 
that this benefit, which largely in- 
creases some phases of the risk, could 
not be included in the policy contract 
issued to such applicants, or those with 
a physical condition below par, for 

while such applicants might be eligible 
for straight insurance protection, it 
would not be just to the large body of 
healthy policyholders if the disability 
benefit were added.” 

The theory advanced in certain quar- 
ters that dissatisfaction on the part of 





the assured with the action of his com- 
pany is refusing his claim for total and 
permanent disability, might prejudice 
the regular life business of the office, 
does not hold in actual practice, no 
company, so far as THe NationaLt UN- 
DERWRITER has been able to learn, having 
experienced any difficulty in handling 
claims of this character. One of the 
giant writing companies of this city, 
which has long used the liability fea- 
ture and has had numerous claims 


thereunder, could recall but one in- 
stance which threatened trouble, and 
eventually that was satisfactorily dis- 


posed of. Life insurance companies 
are more than liberal in their treat- 
ment of claimants, and in practically 


every case where a doubt exists as to | 


the merit of a claim, it is thrown in 


favor of the assured. 
Many Insanity Claims 


Probably one-third of all claims un- 
der the disability clauses are the result 
of insanity, caused usually by excessive 
nervous strain. When the Fidelity Mu- 
tual Life of Philadelphia introduced 
the Total Disability clause in 1896, it 





provided merely for the waiver of future 
premiums. Eventually, as the clause 
gained in favor, it was broadened and 
company after company adopted it. 
Successively the time limit before which 
annuities were paid was reduced and | 
the amount and period of such pay- 
ments increased. Now one of the strong | 
offices grants payment immediately the 
assured becomes totally incapacitated. 
So far from prejudicing the sale of | 
straight line insurance, use of the dis- 
ability clause has proven a strong talk- 
ing point with the agents, and its gen- 
eral adoption by companies has been 
upon the insistence of their field men. 
These latter report that frequently 
through pointing out to the prospect 
the fact that all premiums will be 
waived and he will receive an annuity 
should he become wholly disabled they 
are able to write a policy for a larger 
sum than would be otherwise possible; 
the applicant, though confident of his 





ability to pay premiums should his 
earning power be unimpaired, doubts 
such ability should he become perma- 


nently disabled. yeas 
In order to issue safely the disability 


| writers, 





clause a life insurance company should 
have substantial resources, else in the 
event of a series of such claims it might 
be seriously embarrassed by the heavy 
reserve required for their carrying. 
The disability benefit is a distinct 


| advantage to the assured, and primarily 


for that reason, in the minds of under- 
is a fixture in the life insur- 
ance business. From its first limited 
application it has steadily broadened, 
and seems destined to do so still more. 
In fact, the business-getting and ac- 
tuarial staffs of certain strong offices 
are already studying the clause very 
attentively with that purpose in view. 


Hurd With the Fidelity 


H. Gordon Hurd has been elected as- 
sistant actuary of the Fidelity Mutual 
Life. He fills the vacancy caused by 


the resignation of E. W. Marshall, who 


has gone with the Provident Life & 
rust. Mr. Hurd has been assistant 
actuary of the Great West Life of 


Winnipeg. He has been identified with 
that company since his graduation from 
Toronto University in 1911. 
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May Have 


THE time is rapidly approaching when 
some life companies will either have to 
stop writing business entirely or greatly 
curtail production if they intend to ob- 
serve the production figures announced 
earlier in the year. All of the life 
companies, large and small, have writ- 
ten more business than was intended 
when the year started. They have gone 
beyond the mark set. With some the 
situation is becoming somewhat seri- 
ous. In spite of the fact that surplus 
lines, brokerage and large cases have 


been eliminated entirely, business is be—- 


ing written on a much larger scale than 
last year. 

Companies naturally hesitate to send 
word to producing agents that only a 
certain amount of business can be writ- 
ten during the remainder of the year. 
The effect of such an announcement 
would be disastrous. At the same time 
in some cases, companies have written 
so much business that it is difficult for 
them to see how they can possibly 
handle very much more. Some com- 
panies have put up too much in the 





to Curtail 


way of reserves and do not care to 
divert any more of their income to the 
reserve account. How to handle the 
business that will come in during the 
remainder of the year is becoming the 
all-absorbing problem with some com- 
panies. 

It is recognized that it is just a ques- 
tion of getting through this year. After 
Jan. 1 life insurance production will 
not be so heavy, it is expected, and in 
all probability business can be handled 
easily as written. In fact, cases writ- 
ten in December can be dated a month 
later so that with most companies it is 
simply a case of being able to get 
through November in good shape. Life 
companies will be very hesitant about 
telling agents that business must be 
cut down during the remainder of the 
year. Probably such action will not 
have to be taken by any company, but 
it will take some long-headed book- 
keeping and accounting to get some 
companies safely through the remain- 
der of the year under conditions as they 
now exist. 


Quotas and Rejections 


“We read a great deal about life in- 
surance rejections these days,” said a 
medical man the other day, “but a great 
deal of it is pure bunk. We are told 
that companies are rejecting a great 
deal of good business, that they are 
selecting risks very carefully and pass- 
ing up applications that would be wel- 
come in more normal times. The re- 
jection rate, we are assured, with most 
companies has very greatly increased, 
although business has been doubled and 
tripled. Perhaps some companies are 
rejecting too much business, but I do 
not believe this is true of the average 
medium-sized company. 

“Most companies, early in the year, 
decided on the amount of business that 
could be safely written during the en- 
suing twelve months. They figured the 
thing out carefully, and sent out the 
word to their producing agents. The 
effect on agents, at least the agents of 


Value of Friends Is Seen 


Lire insurance men probably do not 
realize the value of all policyholders and 
friends. They hesitate to ask a friend 
for assistance. They feel that they will 


be imposing on their friends to ask them 
for letters of introduction or suggestions 
as to who is in the market for life in- 
Most people enjoy granting 


surance. 








our company, was very beneficial. They 
understood that there was only so much 
business to be written. Each man 
wanted to get his share. 

“As a result, no time was spent in 
cultivating border line cases. The man 
that did not look good from all stand- 
points got very little of the agent’s 
time. With the knowledge that a fixed 
amount of business was to be written, 
agents went about after the best pos- 
sible prospects to be had. They did 
more selecting in the field than has 
ever been done before. We had the 
absolute cooperation of agents in the 
selection of risks for quite obvious rea- 
sons. There were naturally fewer re- 
jections. We had a _ comparatively 
small number of border line or sub- 
standard cases to pass upon. Our 
agents wanted to get their share of the 
business, and did not waste time in 
talking to any but the best prospects.” 





<% 

= 
favors. This is particularly true where 
such favors are inexpensive. Men readily 
tip off to their friends to good invest- 
ments. They tell them things that are to 
their advantage to hear. The tactful life 
insurance man can certainly get many 
valuable suggestions for his business 
from friends. 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











Frank W. Pennell of New York 
City, who is connected with the Mutual 
Benefit Life agency, has been elected 
president of the University of Michi- 
gan Club of New York, which is gen- 
erally regarded as the largest and 
strongest of the Michigan alumni or- 
ganizations. Its present membership 
is 500. Mr. Pennell is one of the well- 
known alumni of the University of 
Michigan, and during his college course 
was the managing editor of the col- 
lege daily paper. On leaving college 
he became associated with Tue Na- 
TIONAL UNDERWRITER, serving on the edi- 
torial staff and later taking charge 
of the New York office. 

Two New York Life $200,000 Club 
men from Minneapolis now are taking 
cross-country automobile tours to Cali- 
fornia, where they will spend the win- 
ter. Mr. and Mrs. Fred A. Wood of 
Minneapolis left the city ten days ago 
for Pasadena, where they have a fine 
winter home. They said, when leaving, 
that they were going to make it an 
easy trip and enjoy the scenery and 
fresh air en route. Mr. and Mrs. 
Theodore A. Miller of Buffalo, Minn., 
also started their motor trip to the 
coast recently. They are headed for 
Los Angeles, where they expect to stay 
most of the winter. 


Clarence N. Anderson, general agent 
for the New England Mutual Life at 
Des Moines, is going in for banking. 
He has purchased a controlling in- 
terest in the Oak Park Bank of Des 
Moines and becomes president of that 
institution. Others associated with 
him will be in charge of the active 
management. Mr. Anderson is general 
agent for Iowa and South Dakota and 
has long been prominent in life in- 
surance circles. 

The Henry J. Powell general agency 
of the Equitable Life of New York will 
hold its annual agency convention at 
Louisville Friday and Saturday of this 
week. Vice-President John A. Steven- 
son of the home office will attend, as 
will others from the home office. At 
least 100 agents are expected to attend 
from the various parts of the territory 
covered by this important general 
agency. Mr. Powell, who is gradually 
recovering from a recent illness and is 
taking the “rest cure” at his home in 
Louisville, will attend as a guest, but 
will not take an active part in the meet- 
ings, which will be under direct charge 
of the three superintendents, Messrs. 
Chenault of Louisville, Mulford of Day- 
ton and Lewis of Cincinnati, who have 
been given increased responsibilities in 
their various districts. Mr. Powell, 
who is one of the great agency man- 
agers of the country, will not give as 
much attention to the details of the 
business in the future as he has in the 
past. His illness is the result of over- 
work, and while he expects to be back 
in his.usual health in a few months, he 
will take business less strenuously than 
has been his custom heretofore. In ad- 
dition to managing one of the largest 
agencies of the Equitable he has many 
outside interests, including civic work 
in Louisville and the chairmanship of 
the legislative committee of the Na- 
tional Association of Life Underwriters. 

Back in 1903, Charles R. Posey, now 
Baltimore. manager of the Mutual Life 
of New York, was the young dean of 
the law department of the Southwest- 
ern Baptist University of Jackson, 
Tenn. The possibilities of life insur- 
ance were pointed out to him and May, 
1903, found him as an agent of the 
Mutual Life. He was on the street 
for eight months and was then ap- 
pointed superintendent of agencies. 
Eight months later he was made man- 
ager of the Memphis, Tenn., office and 
in his first year won the company’s 











CHARLES R. POSEY 


Arastos prize offered for general ex- 
cellency. In 1907 he was transferred to 
Baltimore. His first year in the lat- 
ter city, his office paid for less than 
$600,000 business. For 1919, his rec- 
‘ord shows $10,000,000 of paid for busi- 
ness. He is a member of the execu- 
tive committee of the National Life 
Underwriters Association. He was 
president of the Baltimore branch for 
two years and is at present chairman 


‘of the executive committee. 


Charles S. Rannels, superintendent of 
agents of the Federal Life of Chicago, 
has not been at the office for seven 
weeks. Mr. Rannels is confined to his 
home with dilation of the heari. He 
has been in bed for some time, but is 
now able to get out a bit every day. 
Mr. Rannels is held in high esteem by 
the agents of the company. 


Louis Martin, vice-president of the 
Foremost Club of the Clgveland Life, 
is another to qualify for the coming 
year, having passed his quota already. 
It is estimated that Mr. Martin’s paid 
production for October will approxi- 
mate $50,000, mostly in small accounts. 


Harry B. Rosen, the big personal 
producer of the New York Life in New 
York City, could not attend the meet- 
ing of the $200,000 Club because he was 
confined to his bed with illness. Mr. 
Rosen’s wife is also seriously ill and is 
confined to a hospital. Vice-President 
Buckner of the company says that un- 
der advice of his physician, Mr. Rosen 
is giving no thought whatever to writ- 
ing life insurance and probably he will 
be off the firing line the rest of this 
year. 


The Edward A. Woods Agency, 
managers of the Equitable Life of New 
York at Pittsburgh, will give a dinner 
in commemoration of the 40th anniver- 
sary of the founding of the agency next 
Saturday evening. This is one of the 
notable general agencies of the country. 


S. J. Rosenblatt of Chicago, manager 
of the State Life, says that he comes 
in contact frequently with twisters in 
the guise of “actuaries,” “auditors,” 
“experts,” “advisors,” and so on. When 
one of his policyholders tells him of a 
proposition that he has received from 
one of these men he comes back with 
the stipulation that he will pay $100 
reward if he can persuade the twister 
to come to his office, put the two to- 
gether and then have a hearing. He 
says that he tells his policyholder that 
it is only fair that if he is considering 
a twisting proposition to have the orig- 
inal agent present to defend the policy 
that is in force. Mr. Rosenblatt says 
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OVER $48,000,000.00 INSURANCE IN FORCE 


You Are Working for Commissions. Sell Policies 
Providing Real Protection 


If totally disabled, the company waives payment of premiums and pays an income as long as total 
disability continues. If accidentally killed the company pays family double the amount of insurance. 


WE PAY LIBERALLY FOR BUSINESS 
For Territory in Oklahoma, address: Ratliff, Earp & Butler, Managers, 630 Security Bldg., Oklahoma City, Okla. 


For District General Agency in other States, address 


Reserve Loan Life Insurance Company 








INDIANAPOLIS, INDIANA 
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that he has never been able to get a 
twister to accept any such proposition. 


Miss Sara Frances Jones, who has 
returned to Chicago to become con- 
nected with the Equitable Life of New 
York, has taken quarters in 1013 Peo- 
ples Gas building. Miss Jones, since 





her return from abroad, where she was 
connected with the Y. M. C. A. in can- 
teen work, has been associated with the 
Equitable women’s agency in Boston. 
Miss Jones made a splendid record in 
Chicago, that being the city where she 
gained her first field experience. She 
was appointed manager of the women’s 





3401 Michigan Avenue. 


WE WANT MEN 


Capable of organizing and managing district agencies 
in Iowa, Missouri, Illinois and Indiana-—men who can 
handle men and are “closers” and workers. 
now, telling what you have done. 


Farmers National Life Insurance Co. 


Write 
Address 


CHICAGO, ILL. 











American National Insurance Company 


GALVESTON, TEXAS 


Over $120,000,000 Insurance in force. 
Splendid Territory open in Kansas, Mis- 
souri, Kentucky, Arkansas and Oklahoma 








For further information regarding our contracts 
write to 


CHAS. S. HUTCHINGS, Agency Manager Ord. Dept. 

















department and built up a strong organ- 
ization, retaining her position until she 
decided to enlist in war service. 
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Bankers Life, Iowa—Total examined 
business for the year up to Oct. 15, 
was over $90,000,000 as compared with a 
total of approximately $85,000,000 for the 
entire year of 1919. The total paid-for 
business of the company for 1920, up to 
Oct. 1, was approximately $70,000,000 as 
compared with a total of $74,000,000 for 
the entire year 1919. 


*x* * * 

Detroit Life—The company has passed 
the $21,000,000. mark in insurance in 
force. On Oct. 21, President M. E. 
OBrien announced that this item was 
now $21,00¢,152. The first ten months 
showed new business of $7,756,450. 

‘-¢ 8 

Public Life, Chicago—Its statement as 
of Oct. 1, shows assets $254,149; paid up 
capital $122,906; surplus $127,230. 


Can Convert Term Policy 


The 10-year term policy issued by the 
Metropolitan Life can be converted into 
its $5,000 ordinary life special. There 
are certain restrictions in this, however, 
dealing with the length of time the 
policy has been in force. A term policy 
that has been in force a year or two 
would be readily convertible into any 
kind of policy issued by that company, 
but if the policy has been allowed to 
run for the ten years there is some 
doubt as to whether or not it could be 
converted. 

The assured may not be able to meet 
the physical requirements after so long 
a period of time. There would have to 
be a further investigation into family 
history, ete. If, however, these condi- 
tions are found to be still normal the 
policy would be convertible, 


Prudential Activities 
The following named Agents in Divi- 
sion K of the Prudential have recently 
been promoted to assistant superinten- 
dents: Robert J. Morgan and E. Bonwell 
Dukes, of the Dover, Del., District, also 





Charles D. Stetzler, of the Reading, Pa., 
district. 

Assistant’ Superintendent Joseph L. At- 
kinson, of Sharpsburg, Pa., is transferred 
in the same capacity to Ashtabula, Ohio. 
Agent James A, Lynskey, of Sharpsburg, 
Pa., has been promoted to fill the va- 
cancy caused by the transfer of Mr. At- 
kinson. 

The following promotions were made 
recently in Division F: Agent Lewis H. 
Henricks, promoted to Assistant at Can- 
ten, Ohio, formerly agent at Akron, Ohio. 
Harry E. Benn, promoted to Assistant in 
the Cleveland No, 1 District, where he 
formerly operated. August C. Gerhold, 
advanced to position of assistant super- 


intendent in the Pittsburgh No. — Dis- 
trict, where he previously worked as an 
agent. 


Joseph M. Fontaine, superintendent of 
the Prudential at Oklahoma City, was 
promoted from the Ardmore Agency. 
He replaces Superintendent David E. 
Wilson, who goes to Portland, Ore. Mr, 
Fontaine began with the Prudential as 
an agent, Iron Mountain, Mich. From 
there he went to Norway, Mich., and 
thence to Ardmore, where he was made 
agency organizer in 1915. Ernest O. 
Hale will assume charge of the Ard- 
more organization, succeeding Mr. Fon- 
taine: He entered the service of the 
Prudential in Ardmore, May 17, 1917, and 
has made a success from the begin- 
ning. 

Joseph McClellan has been appointed 
superintendent of the Prudential of 
Pittsburgh No. 4 district of the Pruden- 
tial, succeeding Geo. MacPherson, trans- 
ferred to Toronto No. 1 Mr. McClellan 
started with the Prudential at Hazelton, 
Pa., in 1908, and in two years was made 
assistant superintendent. 





Life Notes 


After many years of association with 
the Bankers Life of Iowa as a policy- 
holder, Charles L. Rauner of Laramie, 
Wyo., has now become a salesman for 
the company. 


Harvey P. Ingham, who has been in 
charge of Walworth county, Minn., for 
the Mutual Life, has been transferred to 
Fond Du Lac and Winnebago counties. 
Since 1917 he has built up the business 
in Walworth county from $50,000 a year 
to $450,000. 











Building 








two factors: 


Success! The individual's success in satisfying the un- 


precedented demand for Life Insurance may be attributed to 


The goods offered, 
The ability employed. 


T= agent’s ability is rewarded to the fullest extent only when he can 
assure maximum service under a liberal policy at a low net cost and 
supported by a Company of commanding character and financial standing. 


LJNION CENTRAL AGENTS are enjoying an advantage due to the 


prestige of the Company along these lines. 


The Union Central Life Insurance Company 
JESSE R. CLARK, President 


For further information address 


ALLAN WATERS, Second Vice President 


CINCINNATI, OHIO 
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NEWS OF LOCAL ASSOCIATIONS 








Cincinnati, O.—The Cincinnati Asso- 
ciation at a recent meeting appointed 
a committee to investigate agent's li- 
censes. It has developed that there are 
no fewer than 1,300 life agent’s licenses 
that have been issued by the insurance 
department to agents in Hamilton 
county alone. Obviously, there are not 
as many regular life insurance men in 
the city and suburbs as this. A good 
many of these licenses are very likely 
for “one case” men. 

Aside from the great waste in paying 
for licenses which are never used the 
fact that 1,300 agents are licensed to 
solicit life insurance in Hamilton 
county shows a looseness of practice 
which ought to be remedied. This con- 
dition no doubt exists in many other 
large cities besides Cincinnati through- 
out the country. The report of the 
committee will be awaited with interest. 

* * * 

Dallas, Tex.—Life underwriters’ day 
will be an annual event at the State 
Fair of Texas in the future and on that 
day the special meeting of the North 
Texas Association will be held. This 
was decided by the North Texas Under- 
writers at the special meeting held at 
the fair grounds this month. But the 
association will change its policy a little 
in connection with the special session, 
because it was found that many of the 
members of the body at the fair failed 
to attend the meeting. They were busy 
taking in the sights. In the future the 
sessions will be held at the fair grounds, 
when a luncheon will be given, or the 
main session will be held down town at 
a banquet in the evening. The next 
meeting of the North Texas Association 


will be held early in November. 
* * * 
Columbus, @—The Life Underwriters 
Club of Columbus has made great 


preparations for its dinner meeting this 
week. Charles W. Scovel, associate gen- 
eral agent of the Northwestern Mutual 
Life at Pittsburgh and former president 
of the National Association of Life 
Underwriters, will speak on “Every Life 
Insurance Policy, a Thrift Policy.” Dele- 
gates to the national convention will 
present their reports and plans will be 
outlined for the fall and winter meet- 
ings of the club. A membership cam- 
paign will be started in an effort to get 
every life underwriter in the Columbus 
district into the club. 
* * * 

New England Women’s—Mrs. Florence 
E. Shaal, who was honored at the recent 
convention of the National Association 
of Life Underwriters by election as vice- 
president, the first woman to hold office 
in the national body, was tendered a 
luncheon by the members of the New 
England Women’s Association last week. 
Mrs, Shaal is manager of the woman's 
department of the Equitable Life in 
Boston and held in high regard by her 
associates, who feel that the women in 
the profession have all been honored 
by the selection of one of their sex to 
hold high office in what has before been 
a men's organization. Miss Fee of the 
Travelers, Mrs. Cranston of the Pru- 
dential, Miss Anna Sturgis of the Mutual 
Life and Miss Goodwin and Miss Lathrop 
of the Equitable paid special compli- 
ments to Mrs. Shaal and reviewed the 
work of the convention. 

* * * 

District of Columbia—Eugene G. Adams 
of Johnson & Adams, southeastern man- 
agers of the Continental Assurance of 
Chicago, has been elected president of 
the District of Columbia association at 
Washington. E. S. Brashears was 
chosen vice-president, A. W. Deffen- 
derfer secretary and E. R. Krewson 
chairman of the executive committee. 
A request was made by the Alexandria 
branch to consolidate with the District 
of Columbia organization and this plan 
Was adopted. It was decided to hold 
& sales congress in Washington in the 
hear future. 

*x* * * 

Boston, Mass.—The Boston Associa- 
tion held its annual banquet and meet- 
ing Tuesday night, with a large number 
in attendance, the gathering being 
Somewhat in the nature of a jollification 
meeting over the success of the recent 
convention of the National Association 
in Boston. The local association also 
had reason for gratification at the in- 
crease in membership from 316 to over 
1,000 members during the year. The 
four principal 
were Wilman E. 


speakers of the evening 
Adams, 


general secre- 








Charles F. Mills, 
publisher of the Earn- 
shaw House Organ; Charles F. Mills, 
assistant cashier of the First National 
Bank, and Leslie York of the Equitable 
Life. 

The association elected these officers: 
President, Charles C. Gilman, National 
Life; vice-presidents, Franklin W. Ganse, 
Columbian National, and Robt. W. Moore, 
New England Mutual; secretary-treas- 
urer, Merle G. Summers, Massachusetts 
Mutual; executive committee, Clinton A. 
Ferguson, chairman, Lloyd K. All, Ed- 
ward I. Brown, William H. Moody, Geo. 
A. Spillane, David E. Sprague and George 
Woodbridge. 


shaw House 
A. Earnshaw, 


Organ; 


*x* * * 

Minn—The Minneapolis 
Association had its record meeting of 
the year last week, electing 56 new 
members and listening to addresses by 


Minneapolis, 


Miss Annie Kirkwood, Ira M. Cook and 
J. Walker Godwin, who attended the 
national convention, and Gustav Lind- 


insurance com- 
guest of honor. 
address was of a nature 
make the members feel 
gave him a rousing re- 


Minnesota's new 
who was the 


quist, 
missioner, 
The latter's 
calculated to 
good and they 
ception. 
The deleg 
tion made reports of 
ceived while attending it. The consensus 
was that men of national and semi- 
national reputation had given addresses 
of such merit as to create an incentive 
on the part of those who were there 
toward an ambition to attend all future 
meetings of the National Association. 


ates to the national conven- 
impressions re- 


The total membership of the Minne- 
apolis Association is 256, an increase of 
140 net in a year. Total attendance at 


the meeting was 105. 

A brief talk was made by H. T. Miller 
on the good roads movement and the 
expression of sentiment asked for re- 
vealed that association members unani- 
mously are in favor of the proposed 
good roads amendment to the state con- 
stitution. 

* * x 


Chicago—An extensive program for 
the coming year was mapped out at the 
annual meeting of the Chicago associa- 
tion, held Wednesday evening. The key- 
note of the year’s work will be coopera- 
tion and harmony. A larger membership 
is planned, bringing into the association 
new blood that will take hold and help 


to stimulate the activities of the asso- 
ciation. 
President Jules Girardin opened the 


meeting with the reading of the report 
of the executive committee. He called 
attention to the increase in membership 
during the past year, the present mem- 
bership being in excess of 300, a gain of 
about 100 new members over the mem- 
bership at the same time last year. He 
expressed regret that the School of Life 
Insurance Salesmanship which was 
opened at Northwestern University had 
been discontinued, due to the inability to 
attract sufficient interest in it. The 
sales congress, held in June, and the 
failure of the agents qualification bill 
to pass the state legislature were also 
commented upon. 

Mr. Girardin devoted some little time 
to a discussion of the expense attached 
to the holding of the national conven- 
tion of the association. He said that 
local associations should not be made 
to bear the expense of national conven- 
tions. He said the expense entailed by 
the Boston association during the last 
convention was more than $12,000. He 
offered the suggestion that future na- 
tional convention be held at some point 
in the middle west and that those attend- 
ing be made to pay an attendance fee 
which would cover the expense of enter- 
tainment and amusement. By holding 
the meetings in the middle west the 
railroad fare of delegates coming from 
the Pacific coast would be lessened, 

Special tribute was paid to John R. 
McFee, retiring secretary, for his splen- 
did work and untiring efforts during the 
past year. President Girardin expressed 
his appreciation of Mr. McFee’s assist- 
ance, and a letter from the secretary of 
the National association was read, laud- 
ing Mr. McFee for his cooperation with 
the national body. 

The speaker of the evening was L. &. 
Brooke, manager of the Retail Cred 
Company, who gave a very clear and 
comprehensive talk on “Inspection and 
Investigation.” He was well received 
and his audience showed interest in his 
remarks by asking him numerous ques- 
tions pertaining to the work of inspec- 





CAPITAL, $200,000.00 


A company born in the West, 
built for western people, 
by western men. 


GOOD AGENTS WANTED 


Progressive In Its 


STEPHEN M. BABBIT, Pres. 






Conservative In Its Management 


HUTCHINSON, KANSAS 








Mr. C. W. BRANDON, 
COLUMBUS MU 
Columbus, ¢ 

Dear Mr. Brandon: 
I have 
your company. 


TUAL 


I believe 


President, 
LIFE INSURANCE CoO. 


Ihio. 


spent this day reading and thinking of 


you have worked out a wonderful 


problem in the life insurance work that should be beneficial to 
the Company and the men who write the insurance and also 
give the policy-holders the best and the most insurance for the 


money. I would like to 


come to Columbus and spend a day 


with you with a view of associating myself with your company. 


He came, He Saw, He Signed on the Dotted Line. 


Very truly yours, 


(Name supplied on application.) 


His 


Experience is Duplicated by Numerous Forward - Looking 


Agents. 
Been the Outstanding 


The Columbus Mutual Agency Contract Has 


Development of the Insurance 


Business in Recent Years. Vested Renewals, Unrestricted 


Territory, Elimination 


of Middle-Men—these are only a 


Few Among Many Features of this Remarkable Contract. 


More Agents Added During September Than 
If You Would Like to Inquire About the 


Other Month. 


in Any 


Contract, Write your Name and Address on the Margin 
of this Advertisement and Mail to the 
Home Office, Columbus, Ohio. 
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ANTED—a life insurance man thor- 
oughly versed in home office work. 

Must be capable of installing an office 
system, engaging and managing employes. 


CHICAGO NATIONAL 
CENTURY BUILDING 


LIFE INSURANCE COMPANY 
i: CHICAGO, ILLINOIS 
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CENTRAL LIFE 


Assurance Society of the United States 
DES MOINES, lOWA Ss 


Insurance in Force: 


$100,000,000.00 


Assets over 


$9,000,000.00 


Double Indemnity, Disability, Child’s Endowment 











The Farmers & Bankers Life 


Insurance Company 


Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. Truly it 


LEADS THEM ALL IN KANSAS 


Home Offices Wichita, Kansas 


tion. He cheerfully answered all of 
these and quite satisfied his listeners. 
Franklin Wyman, associate general 
agent of the Berkshire Life, gave a 
brief but interesting outline of the pro- 
ceedings of the National convention. 

The report of the nominating commit- 
tee was read and the secretary was in- 
structed to cast a unanimous ballot in 
favor of those named. The following 
officers were elected: President, U. C 
Upjohn, Penn Mutual; vice president, 
Darby A, Day, Mutual Life; secretary- 
treasurer, Harry T. Wright, Equitable of 
New York. Members of executive com- 
mittee to hold office for two years, J. H. 
Dingle, Massachusetts Mutual; H. Har- 
per Moulton, Provident Life and Trust; 
Carl Joseph, Mutual Benefit, and Jens 
Smith, Pacific Mutual. E. J. Saltysek 
was voted a member of the committee to 
fill a one-year vacancy. Holdover mem- 
bers of the committee for this year are 
H. cC. Castor, Connecticut General; 
George Hoffman, Guardian of New York; 
Julius H. Meyer, New England Mutual, 
and O. D. Richardson, Berkshire. 

Mr. Girardin, retiring president, be- 
came a member of the executive commit- 
tee through the adoption of an amend- 
ment to the constitution whereby the re- 
tiring president of the association be- 
comes a member of the executive 
committee for a term of one year. 


Delaware—The regular monthly meet- 
ing of the Delaware association was 
held Tuesday. The meeting was devoted 
largely to reports of the delegates who 
attended the National convention at 
Boston. The following were speakers: 
T. B. Ely, president of the association, 
spoke on “The Work of the Association”; 
James Price on the “Message from Bos- 
ton”; Charles Palmer, “Business Meth- 
ods”; Franck C. Hughes, “Service to 
Policyholders”; Philip Burnet, “Secur- 
ing Prospects.” 














In 1919 
44 General Agencies 
$88,000,000 
Standard Business 
Dividend Scale Maintained, Surplus Increased 


paid for 





New England Mutual Life Insurance Co. 
Boston, Mass. 











An Exclusive Life Reinsurance Company 


THE REINSURANCE Lire GOMPANY 


OF AMERICA 
DES MOINES, Iowa. 


Prompt Service Full Coverage 
Attractive Contracts 





H. B. HAWLEY, President 


F. D. Harsh, Secretary 

















Why Monthly Income 
Plan Is Needed | 











LIFE man said the other day that 

he was able to get the attention of 
some men when he asked if they knew 
that life insurance would not do what 
the agents had claimed it would. This 
naturally arouses curiosity. The agent 
then went on to say that life insur- 
ance is being sold for its protective 
value. It takes care of dependents, 
conserves estates, and educates chil- 
dren. So far so good. Then the ques- 
tion is asked the prospect, if he be- 
lieves that an estate created in this 
way and paid over in a lump sum will 
be absolute protection. Is there not 
danger of it being squandered? Then 
follows the monthly income proposi- 
tion to show that life insurance not 
only creates an estate, but administers 
it through the monthly income plan. 
Life insurance needs the monthly in- 
come to make it function perfectly. 


Question on Registering Policies 


AUSTIN, TEX., Oct. 26—The attorney 
general has been asked for an opinion 
-by C. V. Johnson, deputy and acting 
commissioner of insurance, as to 
whether or not it would be lawful for a 
life. insurance company which has once 
commenced to register its policies and 
deposit the reserve as provided by 
statute, to cease registering the same at 
any given time and maintain the deposit 
covering the reserve on the policies 
which had been registered prior to the 
time it ceased to register its policy. 
The question is a new one, and, in the 
opinion of Acting Commissioner John- 
son, of a very serious nature. 

The legal advice of the attorney gen- 
eral is asked on inquiries which have 
been made by the American Life Re- 
Insurance of Dallas. The company soon 
after it was organized and licensed, ex- 
pressed a desire to register its policies 
and deposit with the commissioner the 
reserve on same as provided for by 
statute. The company now writes to the 


commissioner expressing a desire to 
cease registering the policies hereafter 
issued by the company, and expressing 
a willingness to continue to keep on 
deposit the necessary reserve to cover 
its policies which have already been 
registered. 


NEED NEW ARGUMENTS 


FARMERS WANT PROTECTION 





How the Decline in Prices Is Affecting 
the Men in the Agricultural 
Districts 





Vice-President R. W. Stevens of the 
Illinois Life finds a striking evidence 
of the appreciation of life insurance and 
a better understanding of its uses in 
letters which the company is receiving 
from the men in the field in closing 
applications from farmers, who, because 
of the great decline in the price of 
grain, are taking on more life insur- 
ance. In commenting on this fact, Mr. 
Stevens says: 

“No more striking evidence of the 
fact that men of today have a better 
understanding of the uses to which life 
insurance can and should be put could 
be found than is contained in the let- 
ters which we are receiving from the 
men in the field enclosing applications 
from farmers who because of the great 
decline in the price of grains are taking 
on more life insurance. 

“A few years ago falling prices of 
farm products put the average farmer 
in such a frame of mind that it was 
practically useless to talk to him about 
new life insurance, but now that life 
insurance is better understood and the 
great need for it so generally recog- 
nized, men who formerly would have 
made no personal sacrifice in order to 
protect their families and business in- 
terests with life insurance are includ- 
ing life insurance premiums in their 
business budget as scrupulously as 
every prudent man has always included 
his fire insurance premiums. 


Meeting the Mortgage 


“The farmer realizes today that if he 
is in for a long period of low prices the 
meeting of the mortgage which he has 
given on high-priced land _ recently 
purchased will be far more difficult and 
require a longer time than he expected 
or calculated when he purchased the 
land, because at the time of purchase 
he based his payment calculations on 
the then prevailing price of farm 
products. He further realizes that the 
money which he owes the bank cannot 
be paid off with as small a number of 
bushels of corn or wheat as he figured 
would be required when the loan was 
made. He knows that his quick assets 
which would be a part of his estate in 
the event of his death have been greatly 
reduced in value and that the only 
readily and easily accessible remedy by 
which he can protect his impaired estate 
and outstanding obligations to the sat- 
isfaction of his own conscience and 
creditors is by increasing his life insur- 
ance by such an amount as @ill offset 
the shrinkage which his investments 
have suffered. 


Loans Will Be Protected 


“In addition to the farmer’s own 
conscientious concern about his affairs 
which sets him to thinking about more 
life insurance, the banker from whom 
he has borrowed money is also keenly 
interested right now in the amount of 
life insurance that may be available to 


protect his loans, since it is clearly 


evident that on loans made a_ few 
months ago on the basis of the then 
price of farm products given as secur- 
ity the margin of safety has been very 
greatly reduced if not entirely wiped 
out. Farmers need more life insurance 
now. They know they need it. Their 
bankers are telling them that they need 
it. And it is up to us to take care of 
them.” 

















F. S. Mosher of Oakes, N. D., has re- 
cently become one of the agency man- 
agers for the Bankers of Iowa as 4 
member of the firm of Nichols & Mosher, 
agency managers at Oakes. 
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HOME LIFE 
INSURANCE CO. 


NEW YORK 





WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 








W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern K. ky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 





HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 














ACTUARIES 


oe F. CAMPBELL 
Coney. Te NG 
ACTUA 











76 West Monroe Si 
Telephone Randolph 91 318 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Sallie St. CHICAGO 
Telephone, Randolph 7684 


FRa« J. HAIGHT 
Coneuee 
810-813 acer vcll Bldg. 


INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 

















re C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOM 

e COUNSE + 

_ CONSULTING ACTUARY 
Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 
surance Forms Prepared. The Law of 
Insurance a eer y. 
Colcord Bidg OKLAHOMA CITY 








J H. NITCHIE 
ACTUARY 


1523 Association Bld. dg. +» 19S. LaSalle St. 
Telephone State 499 CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 








A. 1. A. 
CONSULTING NG. ACTUARY 





Of Katt B uilding 
DES: MOI NES. TOWA 








MILWAUKEE ‘MEN NOT 3 
“VIEWING WITH]ALARM” 


All Now Have Their Coats Off 
Hustling, Instead, to Meet 
Change in Conditions 





M. J. CLEARY’S STATEMENT 


Vice-President of Northwestern Mutual 
Sees Life Insurance Need Greater 
Than Ever 


MILWAUKEE, WIS., Oct. 26.— 
Life companies .and underwriters in 
Milwaukee have their coats off, hustling 
instead of “viewing with alarm.” That 
sums up conditions locally, from the 
standpoint of the man who must meet 
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OFFICE SUPPLIES 


FOR INSURANCE AGENCIES 
“Everything for the Ineuranes Man” 


THE NATIONAL UNDERWRITER 


1362 Insurance Exe-ange, CHICAGO 














them. 

Inquiries among Milwaukee's largest 
banks, credit men and manufacturers 
interviewed for THe NationaAL UNpER- 
WRITER as to the conditions which would 
necessarily have a reaction on the writ- 
ing of policies, the extent of new busi- 
ness and the continuance of old busi- 
ness, gave the following information: 


“Firms are cutting down inventories | 


and business is slow; fall of prices is 
spreading, but gradually; strong invest- 
ment market with easier tendencies; 
farm crop prices conforming to gen- 
eral tendencies; unemployment in Mil- 
waukee not serious, with wage scales 
still maintained; adverse exchange rates 
affect European business.” 


M. J. Cleary’s Statement 


J. Cleary, vice-president of the 
Northwestern Mutual Life, a close stu- 
dent of affairs, when asked for the view- 
point of the insurance man interested 
in the subject on a national scale, fur- 
nished the fcllowing statement for THE 
NATIONAL UNDERWRITER: 

“The need for life insurance is greater 
today than it was six months ago, or a 
year ago. Further depression in prices 
and in business will accentuate the need. | 
The tax burden of the estates of those | 
who die does not go down with prices. 
The business that needs protection | 
against the loss through death of a | 
valuable officer or employe will feel that 
need more strongly in time of depres- 
sion than it will in time of prosperity. 
The family that is dependent upon the 
income of the head of the house needs 
insurance protection quite as much, if 
not more, when prices are low and em- 
ployment scarce than it does when 
prices are high and prosperity is gen- 
eral. 

Country Is Still Prosperous 


“The people have not lost their pur- 
chasing power. The country is pros- 
perous even though the prices of some 
commodities are down and employment 
is not so plentiful as it was. We have 
been spending recklessly. We will have 
to reduce expenses and we ought to do 
so. We cannot afford, however, to re- 
duce expenses by leaving our estates, 
our business, or our families unpro- 
tected. That is not economy. 

“People are hesitating because of 
doubt or uncertainty as to the future. 
They naturally will not buy as freely 
as they did a year ago. It will take 
more effort to sell them, but, as I said, 
the need is here; the ability to buy is 
here, and the volume sold will depend 
upon the persistence and intelligence 
of the agent’s effort.” 


Fewer Big Policies Sold 


A state agent of another life com- 
pany operating in Wisconsin said: 
“With prices declining in many articles, 
and with constant rumors of further 
declines, the consumer is naturally not 
buying liberally. I do not say this per- 

































AMERICAN NATIONAL INSURANCE COMPANY 


of GALVESTON, TEXAS 
W. L. MOODY, JR. : ; President 


FIFTEENTH ANNUAL STATEMENT 
December 31, 1919 
LIABILITIES 


ASSETS 
Real Estate Owned............. $ 884,324.41 Net Reserve American Experi- 
Mortg: Loans, First Liens... 3,091,830.79 ence 3 and 3% per cent....... $5,743,808.08 
Loans Made to Policyholders Special and Contingent Reserve 226,521.58 
on Company's Policies........ 651,057.17 gy — 1 — in evecsss « aa 





Bee ccccccccccccccccccccccccccs MUMEOD 86=—«-_»««-—s Bane occccccccccs $2,029.78 
Collateral Loans........ : all « - ‘Liabilities. anes 100,120.13 
Certificates of Deposit. os Capital Stock.......... $250,000.00 

Cee BD BeBe cc ccccccecccesccce 690,373.70 Assi ~y Funds....... 

Interest Due and Accrued..... 157,631.02 Surplus .......scccssees 

Net py and Uncollected Senties Security to 


iiepawideteesndenne 168,995.02 Policyholders  ....sssesecceese+ 1,193, 3080.82 
2,827.02 


$7,315,786.37 $7,315,786.37 


Life Insurance in Force, $101,632,847.00 
Paid Policyholders, $7,175,570.00 
“ANCHOR TO THE ANICO” 


For Further Particulars Write to: 


c. S. HUTCHINGS W. J. SHAW 
Actuary and Agency Manager Secretary and Manager 
Ordinary Department Industrial Department 





































WANTED 
WE WANT A MANAGER 











in every important center in Indiana where we 
are not represented. Only men of ability and i 
probity will be considered. We offer liberal com- 
mission contracts to agents and salable policies 
to the public. The proposition we offer is un- 
usual. Correspondence confidential. 


GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT, President 



































































Improved Disability Provision 


Claim may be made as soon as disabilily occurs—no probationary 
period. 


Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 


Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 
The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 
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Z| Hotel la Salle fe 


Tt #Chicago’s Finest Hotel ™ 





Hotel La Salle has won this 
title with an experienced and 
critical public because of its 
happy blend of old and 
new ideals. 


Hotel La Salle 


answers every modern demand 
in equipment, cuisine and ser- 
vice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 
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RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 








HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR TME ENTIRE FAMILY 


This ap ay A issues all modern forms of policy contracts from age 8 
i 


months next y tp 60 years. : 
Industrial ate in full immediate benefit from date of issue. 
Ordinary B $s contain a valuable Disability clause and are guaranteed 
by State Endorsement. 


G@®O@D GONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL 8. WABGH, Pres. JOSEPH L.DURKIN,Secy. JOHN J. GALLAGHER, Treas. 








CONSERVATION OF BUSINESS 
- ; - indeb ‘cies f . 
~ are reinsta' ~ on Ny bmg ee pis tne 
the policyholders satisfied, and at practically no expense to the Companies. 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 











One Guscesss OUR We have a contract for you under which your 
ERVICE income will be limited only by your activities 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miditdin 


Cash Capital, $200,000.00 V. D. CLIFF, President 











haps trite proposition with a view of 
discussing business in general, but it is 
a fact for the underwriter to consider 
from his own angle. There is one thing 
that has, in effect, gone down in price— 
and one of the greatest necessities, 
especially in troublous times; namely, 
life insurance. It has gone down in 
effect because the cost has not in- 
creased, but the purchasing power of 
the dollar is increasing markedly and 
will increase very much more in the 
years to come.” 

The amount of business being writ- 
ten in Milwaukee, and on the whole by 
the agents of Milwaukee companies in 
all other parts of the country, is lessen- 
ing compared to the rate of increases a 
year ago; even compared to the early 
part of 1920. = 

There is a decreasing tendency as to 
the number of policies, although not 
yet very marked. The real decrease is 
in the marked diminution of large-figure 
policies. The business of this kind is 
variously reported to have dropped off 
to almost nothing. 

Reduced I 

There was an inclination to be some- 
what concerned about a possibility of 
increasing lapses; owing to the reduc- 
tions of incomes and less stability and 
regularity of income. The representa- 
tive of an industrial company here 
frankly discussed his problems: “In- 
creased incomes ‘graduated’ many of 
the industrial policyholders to the—if 
you please—higher classes. This trend 
in the business was to the advantage of 
many an underwriter. It is responsible 
to a degree for the successful rise of 


Severe Test 





many formerly struggling insurance 
men. It made regular men out of part- 
timers. 


“Reductions in the scale of incomes 
of a large class of the public will put 
these men and the business they got to 
the test. It will take specially organ- 
ized effort to watch these policyholders 
and not let them slip. It will take the 
keenest and most striking kind of vis- 
ualization to these policyholders to 
show them the true advantages of life 
insurance. 


More Advertising Needed 


“It seems to me that the advertising 
of insurance should progress a great 
deal in extent and in character of ap- 
peal right now and hold the proposi- 
tions I have mentioned well up to pub- 
lic view. The reduction in incomes of 
many classes of insured and prospects 
will unquestionably be forthcoming. 
Even a slight reduction will prove in 
the nature of a shock to many. It will 
forebode worse things than will really 
happen. Some will be laid off, possibly 
for more or less indefinite periods, to be 
rehired at lower wages. Among these 
no doubt some will become panicky, and 
not appreciating what life insurance 
means to them in fact, will be inclined 
to ‘get off of it,’ thinking their money 
may be better needed for purposes 
which require less visualization to show 
results. No doubt a lot of people will 
be in the frame of mind to drop their 
insurance before they drop their auto- 
mobiles; to live in the high rent dis- 
trict preferably, to hold on as long as 
they can. 

Change to Be Gradual 


“However, as a general rule it should 
be kept in mind that wage reductions 
will necessarily be slow and gradual at 
worst. The actual buying capacity of 
the people will be reduced very, very 
slowly, even if constantly, a step ahead 
of reductions in commodity prices.” 

A real revival of the impetus brought 
about by the war insurance movement, 
and the later gradual lessening of the 
reaction favorable to insurance when 
things cooled off, was sensed in the in- 
crease of underwriting among those 
formerly never getting beyond indus- 
trial insurance, and life underwriters 


feel that a “slump,” if it may be so far 
dignified in description, will also parallel 
the latter. 

An underwriter for a large New York 
life company warned agents to guard 














Distinctive Features 
of the Unique 
Manual-Digest 


The only “combination” book 
published, containing the infor- 
mation of all other books and 
much more besides, between 
two covers. 


Beautifully bound in red kera- 
tol, printed on thin “bible” pa- 
per, 1,300 pages, and yet of con- 
venient pocket size. 


The 1920 book contains all the 
information formerly in the 
Unique Manual and the Policy- 
holders’ Digest; it is a combi- 
nation of the only two “combi- 
nation” books published. 


The only book which covers all 
companies and all departments 
of information, 250 companies 
in all. 


The only statistical book which 
also contains a department of 
“general information,” so nec- 
essary in judging the merits of 
a company. 


The only book on policy and 
rate information which con- 
tains also detailed analysis of 
the annual statement of each 
company. 


The only book which really 
analyzes the policy contract; 
the digest is virtually as com- 
plete as though the policy were 
given in full. 


The most complete treatment 
shown in any book en surren- 
der values, cash, loan, paid-up 
and extended, usually for 8 pol- 
icies at 5 year ages. This de- 
partment has been transferred 
from the old Unique Manual. 


The most complete showing on 
disability and double indemnity 
rates, monthly income, and all 
odd and special forms. 


The best showing on dividends 
and net costs; net costs shown 
for both participating and non- 
participating companies. 


The only book showing every 
policy issued by every company, 
some 8,000 forms in all; rates 
shown at three sample ages, 25, 
35 and 45, with short descrip- 
tion of policy where n 

The only showing of retroactive 
principles in practice published 
anywhere. 


“Carries through” on premiums, 
dividends, and surrender values 
for most companies on NINE 
LEADING FORMS, whether 
the so-called “standard” forms 
or not. 


All the reserve, mortality and 
miscellaneous tables shown in 
BOTH the old Unique Manual 


and Policyholders’ Digest now 
shown in the Manual-Digest. 


Published Annually in May by 
The National Underwriter 


Company 
Chicago 


Price $3 


Cincinnati New York 
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against misunderstanding a merely 
psychological reaction of the public 


upon the present trend of business as a W 

—. for ee ee. His views A N T E D 

and those of a number of other Mil- 

Sollee tise Genie qamems tedhode MANAGERS FOR IMPORTANT DISTRICTS IN OHIO — INDIANA — ILLINOIS — MICHIGAN 


the following advice: 


It is a fact that the writing of life Guaranteed Low Cost Policies. As Good as We Can Make Them. 
policies in the city and state of Wiscon- . , 
sin showed a large increase for the Any one of the above is an absolutely first class opportunity. If your record is cleanand you can 
first half of the year over the corre- furnish evidence of your ability as a Personal Producer, your application will be considered. 


sponding period of a year ago. The 


second half, however, will show pos- SECURITY LIFE INSURANCE COMPANY OF AMERICA 
sibly less than normal increases, per- The Rookery, Chicago 


haps 5 to 10 percent of increase over ‘ 
two years ago. There is less large O. W. JOHNSON, President S. W. GOSS, Vice-Pres. and Agency Migr. 
business available. Business men feel 
the need of insurance more than ever 
in some years. But they don’t know 
which way the cat is going to jump, 
what further things may happen, or 
what turns taken in affairs. 

To show these -men the increasing 
need for insurance is the problem of the 
representative. It means keener and 
more penetrating work than ever be- 
fore, even compared to the days before 


the war. 
| More Material Available 


There is an increasing amount of ma- 








George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 
terial available to agency superintend- particulars address 

ents, in the way of men who will make 


good agents. This is due largely to the C. B. BEAUMONT, State Manager, 2205 E. 83rd St., Cleveland, Ohio 


marked lessening of sales efforts by 
concerns in other lines of business, and 
also to reductions in some cases in 
} office men of the better type. There 


have been few changes in agents thus |! “The Companies That Stay Are the Companies That Pay 


panies are concerned, less than normal, 

















in fact. When a company has proven its staying qualities, as the Western Reserve Life 
B-Boy onthe oe — — Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
of the life state agents and superin- agent can think favorably of that institution. Permanent success can only be at- 
ae ae _ angen ciinty, tod. tained through a permanent connection. The companies that stay are the com- 
cated that the farmer, if properly ap- panies that pay the representative in the long run. 
proached, is not unwilling to drop his 
somewhat habitual inclination toward WESTERN RESERVE LIFE INSURANCE CoO. 
the fraternals and “cheaper” insurance. J. H. Leffler, Acting President John W. Dragoo, a Harry H. Orr, General Counsel 
While grain prices have dropped in MUNCIE, INDIANA 





Wisconsin and a number of other states, 
the dairy interests so largely predom- 
inate on the farms and prices and yields M. E. O'BRIEN, Pres. “THE COMPANY OF SERVICE” JAMES D. BATY, Sec. & Treas: 
have not markedly diminished, so that 


nidiaaete'caea' te! The Detroit Life Insurance Company 


more experienced underwriters. 








Pelicy Leans Increase FOREST AND WOODWARD AVES., DETROIT, MICHIGAN 
Loans on policies show a tendency to PYRAMIDS OF SUCCESS: Insurance in Force 
increase, as could be expected, espe- December 31, 1911 . ; . $1,729,970.00 
cially from business men of small estab- December 31, 1913 . . $4,051,150.00 : 
lishments. No crystallized effort to pre- De be 31 1915 7199, 500.00 A fine opportunity for live agents 
vent this is being made, but some of the cember vi, . $, ’ . to associate with a rapidly pro- 


underwriters are thinking pretty hard December 31, 1917 . $11,750,81 1.00 gressing company. 


on the subject for the good of the 
ire of the business ments of the|f  S€Pt. 30,1920 . $20,475,152.00 
Northwestern Mutual Life and the Old 
Line Life are bustling places these days, 


with many of the representatives com- 
| ing in. More attention is being given a1 CONTINENTAL LIFE INSURANCE COMPANY 
to organization of the selling work — > / 
corresponding inspirational or sales A : _ 
promotion work. It is freely admitted Assets, $3,566,304.16 Insurance in Force, $32,000,000.00 
that some agents have gotten - of Our Policy Forms Contain the Following Provisions: Double Indemnity for acci- 
the habit of real work” during the last dental death, Total and permanent disability benefits, Partial disability benefits, 
Surgical operation benefits, Annual dividends, Optional methods of settlement, Pre- 


couple of years, but on the other hand 
mium loans, Cash loans, Extended insurance, Paid up insurance, Cash surrender values, 


the agency departments of both com- 
panies find a ready recognition among Insurance to cover policy loans, Installments certain-Participating, Installments 
continuous-Participating. 


representatives for more intensive culti- 
Very Attractive Agency Contracts to Reliable Men 


vation of their fields and greater cau- 
JOHN W. COOPER, President Kansas City, Missouri 








tion and care in selection of prospects. 





| Cleveland Life’s Big Month 


As a result of the united efforts of | 
members of all branches of the Cleve- 


land Life, the company anticipates an |! 3°%7 QQ5 PEOPLE | | DESIRABLE TERRITORY | | FEDERAL UNION LIFE 








October over the same month a year wrote to us last year and asked for an illus- 
ago. Such are the figures being com- tration of our “Income for Life” at their age. FOR ALERT AGENTS Insurance Company 
piled for H. S. Sutphen, vice-president | | This valuable lead service explains why our Always ready to negotiate with Cincinnati, Ohie 
and director of agencies. The event is 1919 business showed a gain of 8! per cent. men whe can establish thelr ere ae sctiitiiaaitiaiilies 
| the outcome of members of the organ- The Fidelity operates in 40 states. Full level capacity te pay for a reasonable ae dumntun-rviniegy, tan rang . 
| ization planning at the beginning of the || net premium reserve basis. Insurance in volume ef K. ew Insurance Suggestions for Increasing 
| month to extend themselves to bring || force over $173,000,000. Faithfully serving regularly—geod business placers Your Income”’ 
increased business as a sort of birth- insurers since 1878. steadily needed. 
day present for the company, in honor A feu ageticy openings for the right men. and would be pleased to send a copy to every 


of Mr. Sutphen, who passed another THE FIDELITY MUTUAL LIFE Unien Mutual Life Insurance Co. Life, Fire and Accident Agent in 

PORTLAND, MAINE 
——— INSURANCE COMPANY , ° 
On Aug. 14 the Penn Mutual Life || garam LEMAR TALBOT, Pre. PHILADELPHIA Address: Albert E. Awde, Supt. of Agencies Ohio, Illinois and Kentucky 


Passed the billion-dollar mark of in- 
Surance in force. 


| 
| 
milestone during the month. 
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Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Policyholders and Agents 








WANTED _— i Ohio 


BY 
THE GEM CITY LIFE INSURANCE CO. 


OF DAYTON, OHIO 
Write the Home Office for further particulars. Here's an opportunity for a 
good man to get in on the nd floor with a progressive 
young Ohio company 











The Man Who Is Willmg—and WILL 


TON et pene ty ging 
for the FUTURE. 

For Contracts and Territory, Address 
H. M. HARGROVE - President 
Beaumont, Texas 




















Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells only conparticipating insurance. It is bed rock life 
insurance with no frills or fancy adornments. It is the stuff 
that appeals to the people who want every possible dollar 
of protection they can buy for every dollar deposited as 
premium. 


Our 1920 program is a progressive one that contemplates 
a vigorous and systematic campaign for business 


We have the policies and the agency contracts. 
We have the home office equipment and territory. 


We now need the men to carry the Indiana National ban- 
ner into new strongholds backed solidly by the whole 
organization. 


Last year was a banner year in life insurance. This year 
will be a still better one. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you 

















Total and Permanent 
Disability Results 














HE Travelers calls attention to the 

fact that total disability is not such 
a rare thing after all. It states that 
in the canvass, frequently the claim is 
made that the amount paid for the total 
and permanent disability rider was 
thrown away because there are so few 
cases where it is ever of any advantage. 

The Travelers in this connection 
gives the following experience: 

“What gets me,” remarked the agent, 
“is to run up against a man who 
knows so many things that aren't so. 
I work on a man and make head- 
way, until I come to the disability pro- 
vision, and then he leans back and looks 
at me with an ironical smile and says: 
‘Young man, permanent total disability 
for a man dependent on his salary or 
earning power is a terrible thing. I 
admit it is economically worse than 
death, but you and I know perfectly 
well that such cases are mighty few. 
Not one man in a thousand is ever 
permanently disabled, and even such 
cases are generally postponed to sixty- 
five or seventy. By that time any man 
ought to be able to have provided for 
himself.’ ” 

. . * 

“Well, I suppose,” replied the man- 
ager, “you had to spend half an hour 
making him wise?” 

“Nobody will ever be able to put that 
fellow wise until he is disabled himself, 
and then he will think it is a mistake.” 

“Jimmie,” said the manager, “both you 
and your friend need a good dose of 
medicine, and here is the prescription. 
One dose guarantees a cure. Take it 
yourself, and then carry it over to him. 
The name of this medicine is ‘facts,’ and 
when a man knows the facts there is 
hope of recovery.” 

With this he took from a file a paper 
and handed it'over. This is what met 
the agent’s eyes: 

. oe . 

The Probability of Disability at Various 
Ages—Taken from the Standard 
Experience Table 
1 chance in 16 at age 25 
1 chance in 13 at age 30 
1 chance in 10 at age 35 
1 chance in 5 at age 45 
1 chance in 3 at age 55 
7. . . 

Disability More Devastating Than 
Dreaded Diseases 

Chance of death before age 65 from 
certain causes expressed as a percentage 
of the chance of total and permanent 
disability from all causes before age 
65. 

Present Age 
Total and Permanent 25 35 45 55 
Disability 100 100 100 100 
Bright’s Disease .... 70 70 69 62 
Organic Heart Disease 63 64 63 61 
Apoplexy or Ce. Hem. 57 59 60 58 


Pnuemonia .........:. 47 43 39 34 
Tuberculosia .....cec< 54 37 25 15 
pS eererrrrr te 38 31 25 18 


Dis. of the Arteries... 20 21 22 23 

All Diseases of Liver. 19 18 17 14 

Typhoid Fever ...... 16 10 7 4 
. * * 

For a man aged 35, for example, the 
chance of death from pneumonia before 
age 65 is 43 percent of the chances of 
disability; that is, the risk of disability 
is about 214 times as great. Smilarly, 
the chance of his disability is over 
three times as great as the chance of 
his death from accident—a comparison 
well worth remembering. 

The chance of death before age 65 
from all possible causes is about five to 
six times as large as that of disability 
—another fact worth remembering, as 
it helps to make clear the relative size 
of the risk of disability. 


Des Moines Actuaries Organize 


Des Moines actuaries are forming 
an Actuaries Club. R. G. Hunter of 
the Equitable Life of Iowa is tempor- 
ary president and A. M. Haight of the 
State Life Insurance company of Des 
Moines is temporary secretary. Within 
two or three weeks, a meeting will be 
held and a permanent organization ef- 
fected. “We are meeting with much 


encouragement and believe we will have 
an organization of which we will all 
be proud,” says Mr. Hunter. 


Rates Reduced 


Premium rates reduced 
September, 1920. 


All leading forms of poli- 
cies written. 


Best of contracts toagents. 


Two general Agencies open 
in Iowa. 


Write for information. 





LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, Iowa 








The Provident Life 
and Trust Company 
of Philadelphia 


(Penna.) 


Provident agents are sell- 
ing not only protection but 
satisfaction. 

The policyholder who 
matures a Provident Long 
Endowment is a center of 
Provident influence in 
his community. 


PROTECTION + THRIFT ==SATISFACTION 











“THE COMPANY OF CO-OPERATION" 


DES’ MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Ang plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «2-7 Bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 
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PROSPECT’S MIND IS BEFOGGED 
Injection of Merits of a Company Early in the Canvass Is a Handicap 











HARLES W. SCOVEL of Pitts- 

burgh, Pa., associate general agent 

of the Northwestern Mutual Life, 
believes that agents make a big mis- 
take in injecting their particular com- 
pany early in the canvass. Mr. Scovel 
says that agents should drive home the 
need of life insurance in general rather 
than special merit of a company. The 
company should remain out of it and 
come in at the end merely as an inci- 
dent. The prospect doubtless wants to 
talk company. He wants to know what 
“proposition” the agent has. He has 
been accustomed to having presented to 
him the merits and demerits of various 
companies, the agents seemingly em- 
phasizing that feature of the canvass. 


Issue Is Befogged 


Mr. Scovel says once company com- 
petition enters the field the situation is 
befogged. Unless a man has a wide 
and accurate technical knowledge, he 
will not be able to pass judgment on 
company contracts, practice or history. 
The injection of this or that feature into 
the canvass immediately raises in the 
mind of the prospect a number of con- 
siderations that have been brought to 
his attention involving different com- 
panies, their rates and different policy 
provisions, settlement options and a 
multitude of other things. Mr. Scovel 
says that the agent should endeavor to 
convince his prospect that life insurance 
offers a program for the solving of all 
his problems that involve protection 
of business and family. 


Has a Program Before Him 


A man who feels the responsibility 
of life naturally has certain desires that 
are deep seated in his mind. He does 
not live to himself alone. He has 
distinct relationships of a family, busi- 
ness, social, civic and philanthropic 
nature. He has an ambition to accom- 
plish certain ends. In addition he has 
himself to look after in his old age. 
He does not want to be dependent on 
others. Life insurance comes to his 
age in a most satisfactory way and 
takes the burden off his mind. Whether 
he lives or not his ambitions will be 
realized so far as taking care of those 
dependent on him are concerned. 


Keep the Company Out 


The agent in his canvass, therefore, 
should keep his company out of his 
conversation until the time comes to 
close. As Mr. Scovel puts it, any one 
of a large number of companies will 
be able to carry out this program in a 
very satisfactory and generous manner. 
An assured could put his hand in a 
basket where the names of a lot of 
companies were written on slips of 
paper and pick out one and it would be 
competent to do everything that he re- 


”- 


quires in a life insurance way. The 
company contract, its provisions, its his- 
tory, its management and other features 
simply crowd out real issues and eon- 
fuse the prospect. He is not able to 
decide which company is best nor is he 
able to pass judgment on the details 
that arise when the consideration of a 
company is forced. If a company is 
financially able to carry out its obliga- 
tions and its management is honest, 
that is all that should concern the 
prospect. 


Had No “Proposition” 


Mr. Scovel said that a few weeks ago 
a friend of his in Pittsburgh suggested 
that he go to see the officer of a 
prominent corporation who was con- 
sidering life insurance. His friend gave 
him a letter of introduction and Mr. 
Scovel was very hospitably received. 
After the preliminaries the corporation 
official asked Mr. Scovel what his 
proposition was. Mr. Scovel immedi- 
ately responded, “I have no ‘proposi- 
tion’ to offer.” The official was con- 
siderably nonplused and confused, stat- 
ing that he thought Mr. Scovel was a 
life insurance man and represented one 
of the leading companies and therefore 
had a proposition to present. Mr. 
Scovel said that before he could formu- 
late any proposition, there were many 
things that he would have to know 
about the official. He said that he 
could not outline any program or give 
any suggestions unless he had definite 
information about the prospect and his 
needs. 


Got Prospect on Main Track 


The official said that he wanted to 
know something about the company. 
Mr. Scovel shunted the man’s request 
out on a sidetrack and pulled him back 
on the main line. He saw that what 
was confusing him undoubtedly was 
the canvass of a number of agents who 
had talked “company” to him rather 
than life insurance. He was groping 
around with a lot of rather unessential 
details endeavoring to make something 
out of them and he had lost sight of 
the big issue before him. Mr. Scovel 
said that he then had a confidential 
talk with the man as to his family, 
what life insurance he had, how it was 
written, what his income was, what ob- 
jects he had in view and then he formu- 
lated a line of action for him to follow 
in his life insurance. When the man 
was convinced that Mr. Scovel’s pro- 
gram was suited to his needs, Mr. 
Scovel then told him a few things about 
his company, merely to convince him 
that he was dealing with a reputable and 
honestly managed corporation that was 
able to carry out its contracts to the 
smallest detail and that his future in- 
surance with the company need cause 





him no concern. 








Central States 


Life Insurance Company 
St. Louis, Mo. 





Insurance in force - - $53,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 





“SAFE AS A GOVERNMENT BOND’ 


©) The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE. 


jaan LATEST POLICIES AND AGENCY CONTRACT Bi a7 ine 
Opeciings OHNO, IND., KY., MICH. and W.VA. Write Oslembas 








WANTED 


A General Agent for Cincinnati 
By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 


Look up the record of this Company, then write the 
Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 








Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 


(to? The Masonic Mutual Life Association 











‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Thomas F. Daly, President 


Denver, Colorado 














YOUNG MEN AND THE 20-YEAR POLICY 


BY MARGARET M. SNIVELEY 











Security Life of Chicago Home Office 


CCASIONALLY in some metro- 
O politan daily a column of news 

items appears with the heading 
“Twenty Years Ago Today.” To any- 
one who follows the trend of public 
events, it is startling to see that few, 
if any, names of men prominent in the 
affairs of today’ are mentioned in the 
news of twenty years ago. 

Where are they, the empire builders, 
the captains of industry of just two 
decades past? The majority have been 
Claimed by the grim reaper, Death. The 
few who survive have retired to live in 
comfort on the competency accumu- 
lated while in their prime, or else have 
sunk into poverty’s oblivion. 

“Men die and are forgotten, 





The great world moves on the same.” 


HE pace of American business life 

is merciless, there is little place for 
any but the most efficient. It is the 
youth of the land, the young men, who 
crowd the morning trains into the busi- 
ness centers. Youth, that expends every 
ounce of energy in the scramble to 
reach the top, to build careers, to 
grasp success, 

The young man, engrossed with the 
affairs of today, finds it difficult to 
visualize what his needs will be 20 
years from now. He is not apt to lend 
a willing ear to statistics that prove 
how few achieve their youthful ambi- 
tions. Too often he is ready, without 
thought, to turn down one of the prop- 
ositions that would enable him to build 
on a solid foundation. Too often when 


Frans Nelson, President F. J. Uehling, Secretary 





The Giant of the West 




















Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L., SEAY, President 
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We have passed the 


HALF-BILLION MARK 


With over $530,000,000 of 
insurance now in force 


BANKERS LIFE COMPANY 


DES MOINES 


GEO. KUHNS, President 








QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the ay ad Intestinal Equipment, who is 
“Four Square” and willing to work; can make not less $20,000.00 per year helping 
us to continue the breaking of all Life Insurance a 

Great op 7 19t for the men who can qualify!! 

From 1919 to May, 1920, Twelve months—one year—we wrote Ten 
millions Lite Insurance. How? Let us tell you. We have the plans; we furnish 
the leads. If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 











the subject of life insurance is pre- 
sented, the young man says, “Twenty 
years is a long time to wait for a life 
insurance policy to mature.” 


UT when a man is 45, he learns 

that 20 years have passed more 
swiftly than he dreamed; he discovers 
that the life insurance policy which he 
bought at 25 is fully paid for and put 
away in his safe deposit box, one of 
the surest assets that he possesses. He 
has the comfortable assurance that this 
20-year policy is ready to provide for 
the day when some other man inevit- 
ably will take his place, the time when 
his name will no longer carry any sig- 
nificance in the business world, that 
time to come when it may be found 
only in the column with the headline, 
“Twenty Years Ago Today.” 


Looks for Good Business 


The J. L. Shuff agency in Cincinnati, 
the home office agency of the Union 
Central Life, is looking forward to bet- 
ter business than ever in the closing 
months of 1920. The last month’s 
business showed an increase over that 
of the previous two months. Some of 
the agents are very much interested in 
the political campaign, and when the 
campaign is over and everyone in the 
agency begins to give his entire atten- 
tion to life insurance, it is believed that 
the agency will be able to close the 
year with its best record of 1920. There 
is no indication at the present time of 
any falling off in the writing of life 
insurance in Cincinnati, according to 
the Shuff Agency. Cincinnati’s diversi- 
fied industries and conservative spirit 
make it unlikely that any servious re- 
versal of any kind will come about. 
The future is looked forvéard to with 
confidence. 


First Year Death Losses 


The New York Life paid 38 first-year 
losses in September amounting to $102,- 
569. These were people who were in 





their first insurance year. They came 
fresh from the medical examiner's 
hands. They were carefully inspected 
and yet in spite of all the precautions 
taken they died within a year after tak- 
ing out their insurance. 


Observing Policyholders’ Month 


The Security Life of Chicago is ob- 
serving October as_ policyholders’ 
month. Many of the leading agents are 
giving all their time this month to call- 
ing on policyholders, soliciting them for 
new business and names of prospects. 
Officials of the company state that the 
results to date are very gratifying. The 
examined business for the month will 


.exceed by a considerable amount the 


business for October last year. 


U. S. Court Hears Fraternal Row 


The federal court alone will hear the 
charges of alleged bribery by officials 
of the American Insurance Union of 
officials of the Sons & Daughters of 
Justice to bring about the attempted 
merger of these organizations. After 
the Kansas department tried to oust 
the American Insurance Union from the 
state the Union went into the federal 
court and asked an injunction to pro- 
hibit the insurance department from 
prosecuting the case. The federal court 
heard this application and directed that 
the Union officials withdraw their 
charges of collusion between W. R. 
Baker, assistant superintendent of in- 
surance of Kansas, and an attorney of 
Kansas City and that the ouster suit 
be withdrawn by the state and then the 
federal court would hear the bribery 
charges at the December term. Officials 
of the Union are accused of offering one 
official of the Sons & Daughters $5,000 
to use his influence in bringing about 
the merger and another official $300 for 
the same work. 


Max Levy of Cincinnati has been ap- 
pointed general agent of the _ Inter- 
national Life of St. Louis and the Na- 
tional Casualty with offices in the 
Commercial Tribune Building. 





oo you begin to figure up your earnings and 
recall the several reason for failures during the 
past year, you then more than any other time keenly 
realize the importance of a helpful constructive home 
office service that trains you to overcome such fail- 
ures. 
One of the vital elements which makes your day 
profitable is a harmonious working arrangement with 
home office officials and a direct co-operative spirit 
generously given. 


JAMES R. DUFFIN, President 


The Close of the Day’s Work 


All this and more we constantly strive to give our 
This coupled with good policy contracts 
and liberal commissions, is an incentive which should 
interest any ambitious agent who wishes to make 
the most of his salesmanship efforts. 


agents. 


We would like to hear from several 
good men for important field positions 


Inter-Southern Life Insurance Company 


LOUISVILLE, KENTUCKY 








Under Our Direct General Agency Contract 
Our Policies Provide for 


Double Indemnity 
Reducing Premiums 
SEE THE NEW LOW RATES 





BUILD YOUR OWN BUSINESS 


Disability Benefits 





66 BROADWAY 


ORGANIZED 1850 


INSURANCE CO. 





NEW YORK 
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AGENT MUST CREATE CLIENTELE 
Old Policyholders Offer the Best Avenue for Increasing Business 











taken the trouble to trace the 

source of their new business this 
year found that a large percentage of it 
came from old policyholders. The 
question of securing business from old 
policyholders is one which has been 
discussed widely. Many reasons have 
been given as to why the agent should 
cultivate his customers, and some have 
become sufficiently interested to study 
their production records and determine 
by a statistical analysis the amount of 
business that has come through solicit- 
ing old policyholders. 

Many agency managers are of the 
opinion that many agents neglect the 
possibilities of increased business 
through the establishment of a clientele. 
Some agents have the idea that when 
they have a man’s money and his ap- 
plication they should strike him off their 
list and turn all their attention to a 
new prospect. In this, they are wrong. 
Each new policyholder opens up an 
endless chain of prospects if he is culti- 
vated properly. In life insurance it is 
just as necessary to establish a clientele 
as in any other business. 


“Selling a Prospect Right” 


The first principle to be observed in 
the building up of a clientele is honesty. 


Ca PANIES and agents who have 


membering at all times that he is an 
expert in his business just as the doctor 
or the lawyer is in his. 


Maintaining Personal Touch 


Once an agent has sold his prospect 
and sold him right, there are many 
ways in which he can maintain a per- 
sonal touch with him, making of him 
an important factor in his production. 
The three methods that are most gen- 
erally used are personal calls, telephone 
calls and the mail. Most managers ob- 
ject to this latter method, especially 
when it is carried on by the use of form 
letters and advertising folders. Tele- 
phone calls are usually effective and | 
need not be made frequently. They | 
should be prompted by some family or | 
personal happening such as some little 
business triumph, a birthday or a new 
babe in the family. 

Of the three methods, the personal 
call is regarded as the best. This gives 
the agent a chance to chat with the en- 
tire family, and the matter of establish- 
ing friendship with a man’s family is no 
little factor in selling him more insur- 
ance. These calls need not be made 
frequently, twice a year at the most. 
The best time to make them is just be- 
fore the policyholder’s premiums fall 
due or a week or so before a change 








The big thing which the world calls a 
“square deal” is interpreted by life in- 
surance men as “selling a prospect 
right.” Fundamentally they may both 
be termed honesty. A life insurance 
agent in selling his policies must take 
into consideration the average man’s 
ignorance of insurance. Usually he has 
no choice in life insurance, or if he has 
it is very frequently prompted by some 
drifting information which has come to 
him of a kind of protection that in no 
way suits his case. For instance, a man 
walked into an office in Chicago the 
other day and said that he wanted some 
term insurance, as he was going to 
make a trip to Europe and wanted to 
protect his creditors. He did not know 
that as soon as he stepped aboard a 
ship crossing the Atlantic his term in- 
surance would automatically be can- 
celed. When he learned this, he asked 
for advice as to what kind of protec- 
tion he should take and he was sold a 
policy that suited his case. 


Give Prospect What He Needs 


The agent should always be careful 
to sell the prospect the kind of insur- 
ance he needs, and not the kind he asks 
for. Sometimes an agent who finds that 
a man is on the market for insurance 
becomes over-anxious and sells him 
just what he asks for without inquiring | 
as to his reason for wanting that par- 
ticular kind. Very frequently it is not | 
the kind he really needs. The policy- | 
holder who in after years finds that he | 
has been sold the wrong kind of life in- 
surance will not blame himself, even | 
though he insisted on the kind he car- | 
ries, but he will blame the agent who 
sold it to him. An agent should not | 
only be a salesman—his business is too | 
big for that; he should act as a counsel 
to his prospects and policyholders, re- 





| came from his old policyholders. 


of age. By calling a day or two be- 
fore his premiums falls due you recall 
to his mind the fact that he owes some 
money on his policy. If the call has 
been successful he will pay his premium 
on time, and thus your lapse ratio will | 
be reduced to a minimum. The purpose | 
of calling before a birthday or a change | 
of age is to remind him that you can | 
save him some money if he desires to 
increase his insurance before he passes 
the next mile stone of his life. This 
offers you a fine opening and if he 
really needs more insurance he can 
easily be induced to take it. 





Need Not Talk Insurance 


The agent in calling on his policy- 
holders need not talk insurance. On 
the other hand he should make his call 
as personal as possible. If your only 
excuse for calling is to ask, “How’s 
business?” he will appreciate it much 
more than if you broached the subject 
of more life insurance. Your friendly 
attitude will cause him to bring up the 
question of insurance if he has been 
thinking seriously of taking out more. 
If insurance is to be discussed it is 
always better to let him open the dis- 
cussion. 

A manager in Chicago, who very re- 
cently has been promoted from the posi- 
tion of agent has made a specialty of 
following up his policyholders. He 
sends a birthday card to all his policy- 
holders, conveying his congratulations 
and esteem. These cards are not the 
cheap store kind, but are written him- 
self. This is only one of his many 
methods, but it has been an especially 
productive one. As a result he reports | 
that over 70 percent of his business dur- 
ing the first six months of the year | 
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| SOLICITING AT ODD HOURS 











GENERAL agent at Atlanta, 

Ga., states that a great deal of 

his business is secured between 
the hours of 4 and 7 p. m. and some- 
times the men work on until 8 or 9 
o'clock. Usually a life man in a big 
city feels that he can do nothing after 
4 o’clock. He thinks that by that 
time the man in the office, store or 
factory is thinking of closing up the 
work of the day. He is ready to get at 
his mail, give instructions for the next 
day’s work and gather together the 





loose threads. As a matter of fact 
any time in the day is a good time for 
life insurance. It is true that tact 
must be used in approaching a man 
at his work regardless of the hour. He 
may be found exceedingly busy at any 
time. There are men, however, who 
can be approached in the late after- 
noon or early in the morning with 
freedom. No life agent is excluded | 
from work at any time. There are al- 








ways plenty of prospects to be inter- 





~The Whole State of Indiana 


Under a Top-Notch General Agency Renewal Con- 
tract, with Allowance for Traveling Expenses, 


Etc., Will be Given to the Right Man or 
Men, by a Middle Western Company 


Of Age and Stability 


wo already has some business in force 
in the state and which will be included in 
the arrangement. 


@ Indiana is one of the most prosperous states in 
the Union and one of the best life insurance fields. 
It no longer has the objection of having numer- 
ous small local companies working special 
schemes, etc., as these companies are all retired. 
It is a state easily handled from a common center, 
like Indianapolis, with probably less expense than 
any other state of as great size and importance. 


@ The opportunity offered is for an individual or 
firm who are capable of producing, with an or- 
ganization, at least a million and as much as 
two millions of business a year. Men who do 
not feel capable of producing this much should 
not answer this advertisement. 


@The company is willing to spend through its 
state agent the money which it would individ- 
ually spend in developing the state intensively 
through its own superintendent of agencies, but 
it must have reasonable assurance that the busi- 
ness can be produced. Under a similar arrange- 
ment in another state a state agent is writing busi- 
ness at arate which insures him a comfortable 
living for the balance of his life after seven years’ 
work. This is the kind of contract that made 
the old general agents rich, but it will be of value 
only to the man or men who can write business, 
and secure and assist agents who can produce a 
good class and amount of business. 


@ The company is not one of the large ones but 
it has a good reputation, has financial strength 
and is successfully established, assuring the gen- 
eral agent that he can afford to build renewals 
for a lifetime. 


@ The contract offered is really that of a 


COMBINATION STATE AGENT and 
SUPERINTENDENT of AGENCIES 


@ With business comparatively easy to get as it is 
in these times few companies are offering oppor- 
tunities like this today. Write in strict confi- 
dence if desired, stating experience and giving 
references. 

ADDRESS 


73P Care of 
The National Underwriter, Chicago 

















viewed at any hour. 
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More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 


Jan.1,1910 Jan.1,1915 Jan. 1, 1920 
Assets $ 4,867,379 $ 8,763,566 $ 18,662,446 
Policies in Force 342,972 551,969 1,058,956 
Insurance in Force 44,780,907 79,619,435 191,495,761 


Attractive opportunities open to agents in Ohio, Indiina, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 




















THE GUARDIAN LIFE INSURANCE COMPANY 


OF AMERICA 


1860 —con anniversary. 1920 


The following figures show the growth of this Com- 
pany since the first policy was issued on July 16th, 1860: 
Surplus & Insurance 








Jan. Ist Assets. Liabilities Div. Funds in Force 
er $ 194545 $ 10,000 $ 184,545 $ 499,979 
eee 6,640,004 5,866,390 773,614 34,090,100 
eS 14,825,966 13,701,958 1,124,008 54,199,371 
est 34,104,782 29,360,065 4,744,717 104,327,267 
eee: 58,215,528 53,133,246 5,082,283 200,179,021 
Received from Policyholders cuitkicesanaieaahnied $172, 071; 765 


Paid to Policyholders since organization. .$130,142,891 

Assets held as security for Policy- 
EN <cntwacene vaudbessenasausakaueaed 58,215,528 
—————_ 188,358,419 


Net Gain to Policyholders after payment of all 
I EE I oc ceirnacnssheureeedaeesnent $ 16,286,654 
NEW BUSINESS PAID FOR 1919..... $37,342,844 


A GROWING COMPANY FOR GROWING MEN 


For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President and Agency Manager 
50 Union Square, New York City 








THE CRESCENT LIFE INSURANCE COMPANY. 
CAPITAL STOCK (FULLY PAID) $100,000. 
Owned and operated exclusively by Masons (only one of its kind in 
the wor 
COPYRIGHTED CONTRACTS. 


Only Masons need apply for Agencies. No advances. No first 
year premium notes. Cash Business. All Physicians must be Masons. 


M. E. Callane, Secretary. Bertram Day, President. 


FLETCHER TRUST BUILDING - - INDIANAPOLIS 








$50.00 A WEEK FOR LIFE 


while totally disabled from eitherinjury or illness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 
Our top salesman made $12.000.00 last year. Does it in- 
———_——— terest you? If so write 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, Vice-President. KANSAS CITY, MISSOURI 














State Mutual Life Assurance Company 


its OF WORCESTER, MASSACHUSETTS 








Soar Motux Unt Ans 0 Incorporated 
1919—SEVENTY-FIFTH ANNIVERSARY YEAR 
For 75 years—far longer than the average life—the STATE MUTUAL has 
ion and service, 
Additions are made to our agency force when the right men are found. 
B. H. WRIGHT STEPHEN IRELAND D. W. CARTER 
President Superintendent of Agencies Secretary 

















PROVIDENT LIFE REINSURED Life Agency Notes 
Chas. Weiland of LeMars, Ia., has 
Standard Life of Decatur, Ill., Will been appointed district agent of the 
: Central Life of Ottawa, Ill. 
Take Over Business of Des Marcel Dreyfus, formerly with the 
Moines Company Equitable Life of New York, has become 
general agent of the Missouri State Life 
at Youngstown, O. 

DES MOINES, IA., Oct. 27.—The Louis F. Ritchie, who has been identi- 
Standard Life of Decatur, Ill, has re- | fied with Woodmen of the World in 
insured the business of the Provident | Illinois, ‘has been, appointed district 
Life of this city. The Decatur com- | Life at Sedalia, Mo. 
pany had already gotten the old Stand- 
ard Life of this city, so it will have a 
strong Iowa business. President J. R. 
Paisley of the Standard is building up M W d 
a fine institution. anager ante 

The Provident Life has approxi- 











mately $7,000,000 of business in force One of the leading east- 
and over $500,000 of assets. A comple- ern companies has an 
tion of the reinsurance will take place < a 
when the contracts of reinsurance are opening in Iowa. An inter- 
finally approved by the Illinois and esting proposition will be 
lowa departments. ° 
a made to the right man. 
Life Company Alleges, Fraud Address Box 7 1-N, 
DALLAS, TEX., Oct. 26—The South- National Underwriter. 


land Life of Dallas has entered legal 
proceedings against the estate of J. B. 
Cochrain, a Stonewall county, Texas, 
farmer, for the recovery of $5,000 paid 
to his wife on a _ policy carried for 
Cochrain when Cochrain was supposed . 
to have died early in the year. Last Tt does 3 things: 


week the grand jury of Stonewall | 
county ordered ths grave of Cochrain | @ Gives every Agent a Square 











opened, because it was reported there 

was something mysterious in connection Dea ° 

with his death, and instead of finding | . 
bones or a corpse in the coffin they | q Pays equal compensation for 
found some rocks It is understood two equal work. 


frateral insurance companies have also 


| 

| 

| 

| 

| 
started proceedings to recover $2,500 | q Affords every Agent the 
each. same opportunity for ex- 

Cochrain’s whereabouts are unknown. | : 4 4 

So far his wife and five children cannot pansion and organization 
be found. Two arrests have been made building. 

These are three things which 
| 


in connection with the case, however, 
and it is believed Cochrain will soon be 
most agency contracts do not do. 


located. The Southland has asked for 


an attachment of the Cochrain farm, Does yours? 
consisting of about 400 acres in Stone- | 
wall county. This is the first case “of Ask about the Square Deal Contract 


dying to collect insurance” reported in 


Texas for some time. Nat henal/y? 
ee surance Company 


Chicago Field Club Directors SiaGtien, Wixernatin 
Correcting a report on the recent 
election of officers of the Field Men's 
Club of Chicago, President I. B. Jacobs 
names the following men as constitut- 
ing the board of directors: H. Kramer, 
Penn Mutual; J. M. Hart, Equitable of 


New York; T. D. Holmes, Mutual Rtg 

Benefit, and I. B. Eberhardt, North- a am a cement Seen 
western Mutual. Those who have one | oman a , - ee net 
year of a two-year term yet to serve Gn 6 maw members. 


are: H. W. Caldwell, New England | 
Mutual: James H. Miles, Union Cen- | The Penn Mutual 


tral; Sidney J. Sax, Fidelity Mutual, } 
and Emanuel Weil, New York Life. Life Insurance Company 











A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 


The retiring directors are: D. P. of Philadelphia 
Miller, New York Life; R. W. Gibson, 
Mutual Benefit; E. Austrian, North- On January 1, 1909, Rates Were Reduced 





western Mutual, and M. Ullman, Union | | @md Values Increased to Full 3% Reserve. 
Central. 




















Indianapolis Life Insurance Company 


Managerships open in 
SOUTHERN INDIANA, SOUTHERN ILLINOIS and MICHIGAN 
Write to 
Home Office, Indianapolis, Ind. 
Operates in Indiana, Illinois, Michigan and Texas 








Two “Closers” Wanted 


to travel in Indiana, Illinois, lowa and 
Missouri to do special work, especially 
with new agents. 


Farmers National Life Insurance Co. 
3401 Michigan Ave. CHICAGO, ILL. 















———_ 











